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N.Y.-Licensed Insurers Still Off 
In Percentage Of Total In Force 


By ROBERT B. MITCHELL 


NEW YORK—Life insurance in force 
in companies doing business in New 
York State was a slightly smaller per- 
centage of the total in force in all 
United States legal reserve life com- 
panies on Dec. 31, 1960, than it was a 
year earlier, according to figures in 
the preliminary report of the New York 
insurance superintendent. 

The New York-licensed life com- 
panies had 71.2% of the total at the 
1960 year-end, as against 71.4% a year 
earlier. Ten years earlier it was 76.4%. 
By the end of 1956 it had declined to 
73.1%, in 1957 to 72.7% and in 1958 to 
an even 72%. 


$242 Billion In Force 


The insurance in force in all United 
States legal reserve companies in 1950 
was $242 billion. By the end of 1960 it 
was $615 billion, an increase of 154.1%. 
During the same period the insurance 
in force in New York admitted com- 
panies went from $185 billion to $437.8 
billion, a rise of 136.6%. 

The fact that the New York admitted 
companies, though numbering only 5% 
of the more than 1,450 legal reserve 


Earle Patten To Be 
Nominated For 
Trustee At Denver 


The executive committee of Califor- 
nia Assn. of Life Underwriters has 
given unanimous 
re-endorsement to 
Earle L. Patten, 
manager New 
England Life at 
Fresno, for elec- 
tion as trustee of 
NALU. Mr. Pat- 
ten was urged 
strongly to run for 
election at the con- 
vention in Denver, 
and it was stated 
that it is the inten- 
tion of the Califor- 
nia association to nominate him from 
the floor. 

While not questioning the motive of 
the NALU nominating committee, 
which failed to place Mr. Patten on its 
recently announced slate, Harry R. 
Pinney, Oakland general agent Bankers 
Life of Nebraska, chairman of the 
Patten campaign committee, told the 
California executive committee that 
NALU needs leaders of high quality. 

“Seldom do we see one of Earle’s 
outstanding ability who is willing to 
make personal sacrifices to his indus- 
try which such service demands,” Mr. 
Pinney declared. “California has an 
obligation to present such a leader as 
Earle before the NALU convention so 
that delegates may in democratic fash- 
ion have an opportunity to select the 
best candidates available for national 
office.” 

Quoting an article by NALU trustee 
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Earle L. Patten 


companies, accounted for nearly three- 
quarters of the total insurance in force 
tends to obscure the tremendous con- 
trast between admitted and non- 
admitted insurers when the compari- 
son is made between the admitted 
companies and all companies, as is done 
in the department report. 


Non-Admitted Had 210.9% Rise 


By subtracting what the admitted 
companies had in force at the end of 
1950 from what all companies had on 
that date, it is seen that the non- 
admitted companies had a total of $57 
billion in force on Dec. 31, 1950. Carry- 
ing through the same calculation as of 
10 years later, it is found that the non- 
admitted companies’ insurance in force 
had jumped to $177.2 billion. This is 

(CONTINUED ON PAGE 16) 


Nevada's 43% Gain 
In July Ordinary 
Sales Leads States 


Nevada showed the greatest per- 
centage increase in July ordinary sales 
with Colorado taking second place and 
Montana in third, according’ to 
LIAMA. Nevada ordinary sales rose 
43%, Colorado’s were up 16% and 
Montana’s increased 11%. 

Leading the states in ordinary sales 
percentage increase for the first seven 
months was Alaska, with a 26% in- 
crease. Arizona was in second place 
with a 12% boost and District of Co- 
lumbia and South Dakota shared the 
third-place spot with gains of 11%. 





Colorado Department 
Issues An Order To 
Help Block Replacers 


Following hard upon the heels of 
National Life of Vermont’s recent de- 
cision to tighten its rules on issuance 
of policies where there is an intention 
to surrender existing insurance, the 
Colorado department has issued an 
order to all companies writing life and/ 
or A&S insurance in the state which 
also hits hard at replacers, twisters, 
etc. 

The order states that any agent or 
broker “who induces or tends to induce, 
directly or indirectly, a policyholder of 
any insurance company to lapse, for- 
feit, change, surrender, or to cancel 
his then existing insurance,’ must 
make out the proposal for replacement 
of existing coverage in writing, in du- 
plicate, and sign it. The original there- 
of shall be given to the prospective 
insured and the duplicate filed with 
the general agent or the responsible 
company office. of the agent, or filed 
by the broker preparing the proposal, 
for a period of not less than two years. 

Such records, the order notes, shall 
be subject to the examination of the 
department at any time during the 
two year filing period, and any and all 
violations shall be a basis for discip- 
linary action. 


Finance Committee's 
HR 10 Would Alter 
Insurance Treatment 


WASHINGTON—After several days 
of considering HR10, the Keogh bill, 
in executive session, the Senate fi- 
nance committee voted to report a 
substitute for it, including several 
amendments that provide for different 
treatment for life insurance and an- 
nuity policies than that in the House- 
passed version. A complete draft of 
the new version was not immediately 
available, however, and pending care- 
ful study of the draft life insurance 
experts could not say whether the 
amendments would effectively elimin- 
ate the cumbersome restrictions set by 
the House version. 

The bill will not actually be reported 
to the Senate before Sept. 5. It would 
become effective for taxable years 
beginning after Dec. 31, 1961. 


Slim Chance Of Passage 


The bill is regarded as having no 
chance of being passed by the Senate 
at this session, which has only a few 
more weeks to run. The Treasury 
strongly opposes the measure and ap- 
pears to have enough Senate support 
to block it. Hence Chairman Byrd of 
the finance committee will presumably 
avoid calling it up for a vote until the 
second session opens in January. The 
bill will remain pending and will not 
have to be reintroduced in January. 

Since the Senate finance committee 
version is different from the House 
version, the bill would have to go to a 
conference committee and then get 
House approval, but it is not regarded 
as likely that the House would balk at 
the new Senate version. In case ex- 
amination of the Senate bill indicates 
a need for further changes in the in- 
terest of the insurance-buying public, 
they could be sought when the bill is 
before the conference committee. 

In explaining the amendments and 
the new version, Sen. Mansfield, the 
majority leader said: “One of these 
amendments would enable the self- 
employed person to use a level pre- 
mium annuity or life insurance policy 
under his retirement plan, the pre- 
mium to be limited in accordance with 
his earned income for a three-year 

(CONTINUED ON PAGE 19) 


Announcement Of 
Speakers Completes 
NALU Program 


12 Of Them To Address 
Schriver Appreciation 
Dinner Monday Evening 


WASHINGTON—Speakers have 
been announced for four events at the 
National Assn. of Life Underwriters 
annual convention in Denver. The an- 
nouncement of the 15 names com- 
pletes the list of speakers for the ex- 
tensive program Sept. 24-29. 

Richard L. Evans, member of the 
Council of Twelve of the Mormon 
Church, will address the NALU lun- 
cheon Monday sponsored by the wo- 
men underwriters committee, headed 
by Mrs. Sophie Baranski, Prudential, 
Plainfield, N. J. Mr. Evans is wide- 
ly known as a writer, editor and radio 
personality and is the writer and com- 
mentator for “Music and the Spoken 
Word,” a CBS radio feature Sunday 
mornings. He is director of special 
features for radio station KSL, Salt 
Lake City, and contributes to numer- 
ous national magazines. 

That evening 12 men well known 
in the life insurance business will 
speak briefly and informally at the 
Lester Schriver appreciation dinner. 
Mr. Schriver is retiring this year as 
executive vice-president of NALU. 


12 Speakers Are Listed 


Speakers will be Stanley C. Col- 
lins, Metropolitan Life, New York Ci- 
ty, a past president of NALU; Harold 
Cummings, president of Minnesota 
Mutual Life; H. P. Gravengaard, vice- 
president of the National Underwriter 
Co. and executive editor of the Dia- 
mond Life Bulletins department; Paul 
R. Green, Aetna Life, Seattle, former 
NALU trustee; William J. Hamrick, 
senior vice-president of Gulf Life; J. 
C. Higdon, chairman of Business Men’s 
Assurance and past president of Ame- 
rican Life Convention; Maxwell L. 
Hoffman, Sabetha, Kan., former NA- 
LU associate managing director; Ju- 
lian S. Myrick, Mutual of New York, 

(CONTINUED ON PAGE 18) 





CLU Institute 
scholarship w in- 
ners at the Univer- 
sity of Wisconsin 
institute, flanked 
by two faculty 
members: From 
left, Paul S. Mills, 
managing director 
of American Soci- 
ety of CLU, insti- 
tute director; Ar- 
chie J. Nichols, 
professor of insur- 
ance and econom- 
ics at Butler Uni- 


N 


versity, winner of the Roland D. Hinkle scholarship; Fritz A. Lichtenberg Jr., 








agent of Massachusetts Mutual at Columbus, O., winner of a Robert L. Woods 
fellowship, and Richard M. Heins, professor at the university’s school of eco- 
nomics and assistant director of the Wisconsin CLU Institute. 





Management People 
At Pru Get Rules On 
Interest Conflicts 


NEWARK—Prudential this week 
distributed to all management person- 
nel copies of a policy statement on 
conflicts of interest and business eth- 
ics. 

While there is no reference to the 
specific situation that led to the resig- 
nation of President Carrol M. Shanks 
late last year, the rules are obviously 
drawn to prevent such situations—and 
various other types of situations—in 
the future. 

The policy statement recites a by- 
law adopted May 9 calling for dis- 
closure of any position or substantial 
interest in any other business operated 
for a profit. Also quoted is a resolu- 
tion adopted at the same time setting 
more detailed restrictions on officers 
or employes in positions having a 
salary of $35,000 a year or more, or 
$16,000 a year or more if a member of 
the bond, mortgage, real estate, com- 
mercial and industrial loan department, 
law department, comptroller’s depart- 
ment, treasurer’s department and home 
office building and plan department, or 
a corresponding unit or division in a 
regional home office. 


Five Rules Are Given 


Rule 1, adopted by the board re- 
cently, prohibits gifts and gratuities 
where it appears that the purpose is to 
influence the recipient’s judgment. 
Rule 2 prohibits use of information 
about direct placement loans to the 
private advantage of Prudential per- 
sonnel or their families. Rule 3 pro- 
hibits mortgage loans to company of- 
ficers. It also bars such loans to non- 
officer employes earning more than a 
specified amount per year, except 
where the company transfers such an 
employe and he cannot get home fi- 
nancing on reasonable terms in the 
new area. Rule 4 says nobody at or 
above the 2nd vice-president level 
shall acquire stock in any company 
writing life or A&S insurance. Rule 5 
requires certain higher officers who 
make, endorse or guarantee any loan 
from a bank that is, or is being con- 
sidered for approval as, a depository 
for Prudential funds to report the loan 
immediately to the executive commit- 








Raymond C. Johnson, New York 
Life’s vice-president in charge of mar- 
keting, here shows Victor H. Rodriquez 
a film of the company’s people-to- 

‘ people book drive, during which 72,000 
volumes were sent to the Philippines. 
Mr. Rodriquez, resident manager of 
Insular Life Assurance of Manila, has 
recently been visiting life companies 
in this country and in Europe. 
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Budget Director On 
LOMA Annual Bill; 
Program Completed 


The list of events at the general ses- 
sions of the annual conference of Life 
Office Management Assn. in Washing- 
ton, Dec. 25-27, is completed and will 
include speeches by President Ken- 
nedy’s budget director, the managing 
director of the United Nations Special 
Fund and several life company presi- 
dents. 

LOMA President Merrill R. Tabor, 
lst vice-president and secretary of 
Berkshire Life, will open the confer- 
ence Monday morning with an ad- 
dress, in which he will discuss factors 
leading to the broadening of activities 
and services of the association. He will 
be followed by Howard W. Kacy, pres- 
ident of Acacia Mutual Life, who will 
take a look at multiple line selling in 
a speech titled “Can You Specialize 
and Survive?” Paul G. Hoffman, man- 
aging director of the U. N. Special 
Fund, will conclude the Monday morn- 
ing session. His talk, “Insuring World 
Peace,” will be a discussion of how 
worldwide economic development can 
lead to an era of peace and prosperity. 


Careers In Life Insurance 


Following the annual business meet- 
ing on Tuesday morning, Dennis R. 
Warters, president of Bankers Life of 
Iowa, in his speech, “Career Oppor- 
tunities in Life Insurance,” will ex- 
plore the many roads to successful ca- 
reers in the business for those with 
varying talents. David E. Bell, the 
President’s budget director, will close 
out this session. The subject of his talk 
will be announced later. 

Donald C. Slichter, president of 
Northwestern Mutual, will be the 
speaker at the luncheon Tuesday hon- 
oring the 1961 LOMA Institute fellows. 
In his talk, “A Turning of the Key,” 
Mr. Slichter will discuss the signifi- 
cance of earning a fellowship key. 

The Wednesday morning general 
session will open with a symposium on 
“The Challenge Facing Life Insurance 
Today.” Speakers will include H. Lewis 
Rietz, president of Health Insurance 
Assn. of America and executive vice- 
president of Great Southern Life; Eli 
Shapiro, professor of finance at the 
school of industrial management of 
Massachusetts Institute of Technology 
and deputy research director of the 
Commission on Money & Credit, and 
John W. Riley Jr., 2nd vice-president 
and director of social research of Equi- 
table Society. 


General Motors Aid 


Kenneth McFarland, educational 
consultant of General Motors Corp., 
will bring the conference to a close 
Wednesday noon with a speech titled 
“Wake the Town and Tell the People.” 

A new feature of the conference will 
be a display depicting advances in the 
home office management of LOMA 
companies. Also on exhibit throughout 
the meeting will be material illustrat- 
ing developments in such areas as high 
school and college recruiting, employe 
orientation, house organs, policy forms, 
premium notices, conservation forms, 
electronic data processing orientation 
and promoting LOMA Institute. 

As in the past, there will be an ex- 
hibit of office machinery and equip- 
ment. 

Simon L. Schwartz of the Maurice 
Levine agency, Los Angeles, led all 
other General American Life agents 
in the amount of individual life in- 
surance sold during July. 


National (Vt.) Drops 
Fifth Dividend For 
Convertible Option 


National Life of Vermont has in- 
augurated a policy whereby it will no 
longer attach a fifth dividend option to 
policies issued after Sept. 1, and in- 
stead will offer a convertible one-year 
term insurance dividend option with 
higher rates. The new policy is de- 
signed to reduce the proportion of 
new business being written on a fi- 
nanced basis. 

According to Norman L. Campbell, 
actuary, the new option will work as 
follows: “On any anniversary of the 
policy, subject to certain stated limi- 
tations, the provision for one-year 
term insurance may be surrendered and 
exchanged without evidence of insura- 
bility upon written application to the 
company for a participating life, limit- 
ed payment life or endowment policy 
on the life of the insured on a current 
policy form and at rates in effect cur- 
rently for the insured’s age at his 
nearest birthday. The sum insured by 
the new policy shall not be less than 
$2,000 nor more than the amount of 
insurance that would have been pro- 
vided by this provision for one-year 
term insurance during the succeeding 
policy year had the DTO provision 
remained in force.” 


Built-In Ceiling 


Another built-in ceiling, one which 
is also included in National’s standard 
fifth dividend option, is the company’s 
policy of limiting the face amount of 
term or permanent coverage that can 
be purchased under any of the op- 
tions to an amount equal to the cash 
value in the original policy at the time 
the option is exercised. If at any time 
the dividend should exceed the re- 
quired premium for the new coverage, 
the balance of the dividend is dealt 
with under one of the four other di- 
vidend options. 

On standard policies the new op- 
tion will be convertible to age 60 or 
to three years before the end of the 
premium-paying period if earlier. On 
substandard the option will be con- 
vertible to age 55 or to three years be- 
fore the end of the premium-paying 
period if earlier. 


Phillips Retires As 
N.Y. Life Executive 


James T. Phillips, senior vice-presi- 
dent and chief actuary of New York 
Life retired this 
week. He joined 
the company in 
1921, became dep- 
uty chief actuary 
and vice-president 
in 1948, vice-pres- 
ident in charge of 


underwriting in 
1950 and chief act- 
uary in 1954. 


Mr. Phillips was 
chairman of the 
industry commit- 
tee that developed 
the 1958 CSO mortality table. He has 
been on the board of directors of 
Health Insurance Assn. and the board 
of governors of Society of Actuaries. 
He served as chairman of the program 
committee of the 1957 International 
Congress of Actuaries—the first United 
States meeting of the congress since 
1903—and is president and a director 
of the Associates of the University of 
Toronto. 
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660 Agents Attend 
50th Birthday Party 
Of Continental Assur, 


Continental Assurance capped the 
celebration of its 50th anniversary this 
week with a dinner and entertainment 
at the Conrad Hilton Hotel, Chicago, 
for 1,100 agents, their wives and veter. 
an home office employes. A record six 
hundred agents qualified for the meet- 
ing of the Pyramid Club, and they 
were treated to the extras that go 
with a birthday party. 

President Howard C. Reeder re. 
ported that life insurance in force jp. 
creased $446,000,000 in the first seven 
months of the year to $7,290,000,000, 
Sales of individual life policies in 196) 
to date are running 12% ahead of last 
year. Mr. Reeder said he expects Con. 
tinental to pass the $8 billion mark in 
life insurance in 1962. He said if the 
pace of growth continues assets will 
reach $1 billion in 1963. 


Forecasts Bright Future 


A bright future for the life insurance 
industry as a whole was forecast by 
David G. Scott, first vice-president 
and actuary. Pointing out that in the 
past decade individual life insurance 
coverage went from $17 billion to $3 
billion, an increase of over 200%, Mr, 
Scott said that population growth, pro- 
jected average family income and 
economic growth all favor a continua- 
tion of the pattern of the 1950s. 

Mr. Reeder took the agents on an 
imaginary behind-the-scene journey 
to explain the company’s everyday 
operation. The new business depart- 
ment, he said, receives as many as 
1,500 pieces of mail on a Monday 
morning, and when the final job is 
done, it will issue 300 policies on an 
average day. The service department 
handles over 600 transactions a day, 
On an average day, it sends out more 
than 200 late payment offers to policy- 
holders. 

The claims department processes 
more than 300,000 claims during the 
course of a year, and daily issues 
more than 2,200 claim drafts. The set- 
tlement option department pays out 
over $1,000,000 a month in installment 
payments to beneficiaries. 


Cannot Level Off 


“Continental’s growth has not lev- 
eled off and it cannot,” he stated. “The 
company has the financial strength 
$750,000,000 in assets—and_ sufficient 
surplus to keep growing and to weath- 
er any storm. And it has the products, 
it always has and always will furnish 
the coverages needed and wanted by 


the public.” 
Thomas McGeoghegan, director of 
individual health sales, announced 


that Continental Assurance is introduc- 
ing to employers a_ non-cancellable 
disability income plan for employes. 
Although it amounts to group coverage, 
each policy is tailor-made to the in- 
dividual employe. The plan enables the 
employer to be selective, to pick any 
employe he wishes, and to determine 
the type of benefits and for what 
periods. It consists of a few basit 
provisions and permits a wide range 
of options and variation in coverage 
between individual policies. The salary 
continuation program can _ provide 
many different plans for different em 
ployes. 

Principal provisions of the plan it 
clude disability benefit periods fm 
sickness ranging from two years to ag 

(CONTINUED ON PAGE 19) 
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yn by Mr. Francis J. O’Brien, Vice President Dayton, Ohio 
a. ie 2 The Franklin Life Insurance Company July 24, 1961 
insurance Springfield, Illinois 
se be Dear O’B: 
: ‘o, Mr, : ° . . . 
wth, pro- Having now spent approximately four and a half years with the Franklin Life, 
ome and I feel compelled to make you aware of what I call the “record.” 
continua- In my six and a half years with another life insurance company, my volume 
50s. of business averaged $500,000 per year; my premium volume average was 
ts on an approximately $15,000 per year. The “records” show that I have produced for 
journey the Franklin Life in excess of $1,000,000 annually; and during the last two 
“a years, I have been a member of the NALU Million Dollar Round Table. My 
ple premium volume has averaged $31,000 annually since joining the Franklin. 
Monday Becoming associated with the Franklin Life was the most important decision 
al job is in connection with my business life that I have ever made. There are many 
ies on & reasons for the tremendous increase in my production. Briefly, some of these 
epartment are Home Office spirit, the background and quality of the company, and 
ns a day, cooperation of the Home Office from president to clerk. 
out more We have the same plans available that all the other life insurance compa- 
to policy- nies offer, plus the outstanding “Franklin Specials” which only we offer. I 
feel that the Franklin Life is the most alert; up-to-date, progressive large life 
processes insurance company in the industry. 
~ ol . I am looking forward to even better results through my Franklin association 
he a in future years. ; 
pays os Sincerely, 
astallment Jerry I. Matusoff 
not lev- 
ited. “The 
strength— 
sufficient 
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products, 
ill furnish 
yanted by An agent cannot long fravel af a faster gait than the company he represents 
rector of 
innounced 
introdue- = ° 
ancellable =, Lhe Friendly 
employes. ° m™ A TAY - ITS 
= FRANKLIN LIFE Ss" 
nables the CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
pick any DISTINGUISHED SERVICE SINCE 1884 
a The largest legal reserve stock life insurance company in the world devoted 
= bes exclusively to the underwriting of Ordinary and Annuity plans. 
ide range Over Four Billion Dollars of Insurance in Force 
coverage 
The salary 
provide 
erent em: 
» plan it 
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EXCEPTIONAL OPPORTUNITY | 


Be a General Agent NOW if you are a Life Agent or 
General Agent with these qualifications: 


e Aggressive, ambitious, good references. 
¢ Top past production performance. 
e Self-starters, over age 27, married. 
e A desire to manage your own business. 
e No executive experience necessary. 





tsk ws @& #& 


* «*& -& 26] 


Our NEW Expansion Program brings you the prestige and 
experience of an old line company plus: 


© Top commissions for Agents and General Agents. 
e Life-time (of policy) fully-vested renewals. 

e New, modern, well-merchandised Life policies. 

© Complete, competitive line of Health Insurance. 
New and exclusive Audio-Visual Program. 
Service, flexibility, competitiveness and quality. 


Contact: Superintendent of Agencies 
211 West Wacker Drive 
Chicago 6, Illinois 

















CHICAGO Office 
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Bickley Cites Role Insurance 
Teachers Can Play In Business 


The vital role that university teach- 
ers of insurance can play in the busi- 
ness was outlined 
by John S. Bick- 
ley, University of 
Texas professor of 
insurance, in a talk 
at the annual 
meeting of Insur- 
ance Company Ed- 
ucation Directors 
Society at Rook- 
ton, Il. 

Insurance pro- 
fessors contribute 
to public under- 
standing of the 
business through teaching, writing, 
speaking and consulting activities, Mr. 
Bickley said. Teaching is the traditional 
approach, but there is growing evi- 
dence that professors are doing more 
writing on the role of insurance in 
solving risk problems than was once 
the case. They are also being called 
on more frequently to speak to con- 
sumer groups and are receiving con- 
sultation fees in this area. 

Much is being done on campuses to 
expand the influence of the insurance 
curriculum. This includes efforts to in- 
crease the number of insurance ma- 
jors and to persuade students in other 
fields to take at least one insurance 
course. This one course typically pre- 
sents the principles of insurance and 
seeks to acquaint the student with his 
needs for protection and with the vari- 
ous means available to achieve it. 

Increasing attention is being given 
to the needs of potential buyers. 
Courses in both personal and business 
risk management are being intro- 
duced, Mr. Bickley noted. 


Broad Activities 


The influence of professors extends 
beyond the classroom, he continued. 
Some are called to assist the Institute 
of Life Insurance with its family fi- 
nance seminars. Others have been en- 
gaged to conduct courses in insurance 
buying for civic and social groups. The 
student insurance societies sponsored 
by many schools promote the concept 
of sound buying. 

A trend seems to be developing in 
which insurance teachers are offering 
advice to buyers concerning tech- 
niques of risk management, with em- 
phasis on insurance. No college text 
geared completely to consumers’ inter- 
ests has been published, but several 
are being written. 

Professors are increasingly pre- 
senting their views on sound buy- 
ing to such groups as American Soci- 
ety of Insurance Management and in- 
surance section of American Man- 
agement Assn. They are also appear- 
ing before high school classes, serv- 
ice clubs and other interested groups, 
Mr. Bickley pointed out. 

A number of teachers have supple- 
mented their salaries by serving as 
risk managers for business firms, he 
went on. Their role has been similar 
to that of the insurance manager in 
many large firms. 

Consultation has also extended to 
assistance to insured at the time of 
difficult adjustment negotiations. The 
professional knowledge of the teacher 
can be of value in convincing courts 
of the legitimacy of insured’s claim. 
The question of whether these acti- 
vities conflict with the work of those 
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selling insurance is always pyesent 
but the answers are similar to those 
advanced in support of the role of any 
consultant in any business matter. Ag 
business men recognize the advantage 
of an integrated approach to risk map. 
agement problems, expanded efforts 
by teachers in this direction shoul 
appear, Mr. Bickley believes. 


Many Entering Business 


He observed that there is substantj. 
al resistance to the idea that acadeni. 
cians can help solve the practical 
problems of companies and _ associa. 
tions. This view persists in spite of 
the continuing flow of trained insyr. 
ance teachers into policy making po. 
sitions in the business. Former teach. 
ers have top posts in several compa. 
nies, and a greater number direct the 
operations of major trade associations, 
Mr. Bickley declared. 

Teachers, many of whom have spent 
three or more years in an intensive 
study of insurance problems, have the 
breadth of viewpoint and the intelle. 
tual equipment to make meaningfy] 
contributions to company and associa. 
tion affairs. Some, of course, have no 
capacity for such activity. If the teach- 
er has no knowledge of management 
concepts, he would be a poor choice 
to assist management in solving or. 
ganizational problems, though he 
might have great knowledge of theory 
and actuarial concepts. If the teacher 
has no grasp of market forces, he 
would be a poor advisor on distribu- 
tion problems. Studies of capability of 
the teacher are in order, Mr. Bickley 
said. 

The influence of American College 
of Life Underwriters and of American 
Institute for Property and Liability 
Underwriters has been significant in 
improving the stature of professors as 
educators of insurance practitioners. It 
is now recognized that professional 
teachers may be able to impart know 
edge of the business more effectively 
than those in it. This concept has in- 
fluenced several insurers in their 
choice of personnel to develop internal 
training programs. 


Insurance Majors Neglected 


Mr. Bickley pointed to the lack of 
interest of company recruiters in the 
students of university insurance 
courses. Few insurers show any pref- 
erence for a graduate with a major in 

(CONTINUED ON PAGE 15) 
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INSURANCE STOCKS 


Life-Fire-Casualty 
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Members Midwest Stock Exchange 
Board of Trade Building 
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WAbash 2-2535 Teletype CG1415 


You may telephone orders collect. 
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Do-it-yourself projects include miniature 
Japanese garden, complete with fish pond, 
arched bridge and stone lanterns. Giving 
Dad a hand is oldest daughter Barbara, 16. 
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- American Robert J. Rea, CLU, enjoys a dip in his backyard pool after a busy day in the 
1 Liability insurance world. Looking on are three of his four daughters; Patti, 4, Cindy, 10, 
nificant in and Christine, 8, standing. Bob, a member of the Robert D. Metcalf Agency in 
ofessors as Sacramento, is a life member of Equitable’s Million Club. 
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Cool refreshments for the children are 
served up by Bob and wife June at fam- 
ily snack bar in their attractive home. 
Barbara stands at right. 
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Advice: Bob discusses optional modes of set- As publicity chairman of the local CLU Helps Frank Skover, prominent Sacra- 
tlement with Mrs. Aileen Draper, widow of a chapter, Bob meets with William Schuster, mento realtor, plan his estate. Bob serves 
DCKS client who was protected with considerable chapter past president, to discuss ways of on the Polio Foundation, United Crusade 
Equitable Living Insurance. getting CLU publicity into the papers. and Family Service Agency. 


A Man’s Prestige somehow goes hand in hand with the prestige of THE EQU I T ABLE 


a & Co the company he represents. This is why Bob is proud to be a life 
underwriter for Equitable. It’s a full life. And a rewarding one. Life Assurance Society of the United States 
Living Insurance is more than a need .. . it is a career. Home Office: New York, N. Y. ©1961 
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Equitable Society's Is Largest 
Commercial Moving Project Ever 


NEW YORK—tThe largest commer- 
cial move in history, the move of Equi- 
table Society into its new 42-story 
home office here at 1285 Avenue of the 
Americas (Sixth Avenue), is now un- 
der way and will be completed over 
a period of five weeks from its incep- 
tion. 

The bulk of the move is following a 


22-block route from Equitable’s home 
office at 393 Seventh Avenue to the 
new building. Desks and equipment al- 
so are going from six other buildings 
in which Equitable has maintained of- 
fices in recent years since it outgrew 
393. 

The result of two years of scientific 
planning, the move is not preventing 


“business as usual’ from being con- 
ducted by the company’s 7,350 execu- 
tives and employes. 

Equipment is transferred uptown in 
1,800 van loads. Some 75,000 pieces of 
equipment are being moved on a pre- 
cise time schedule worked out in ad- 
vance by the moving company and 
Equitable executives. The move is be- 
ing handled by the Weissberger Moving 
& Storage Co., which also moved Equi- 
table into its 393 Seventh Avenue head- 
quarters in October, 1924. 

An innovation is that it will be made 
in five separate operational “clusters” 











BANKERS LIFE OF NEBRASKA has experienced many achieve- 
ments since 1887. We are now in a period of accelerated expansion 
—a break-through created by an outstanding field force coupled with 
vigorous management leadership and imagination. 





although achievement is a relative term... 
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rather than department by depart- 
ment. The “cluster” idea was developed 
by Equitable to assure maximum effi- 
ciency in continuing company business 
activities throughout the moving pe- 
riod. 

Each cluster is composed of related 
departments and segments of depart- 
ments which it is desirable to keep to- 
gether in the interest of operational 
efficiency. One cluster is being moved 
each week during the five-week moy- 
ing period. 

Moving is scheduled for every day 
of the week, except Sundays and Wed- 
nesdays. The week runs from Thursday 
through Tuesday. Thursdays, Fridays, 
Mondays and Tuesdays, the movers 
are working from 6 p.m. until midnight, 
and Saturdays, from 8 a.m. until mid- 
night. 

With three separate moving crews 
operating independently, this schedule 
is calculated to enable transfer of 360 
van loads a week from the seven loca- 
tions now occupied by Equitable to the 
new building. 

As a separate week is designated for 
the moving of each cluster, the opera- 
tions will not overlap. 


Radio-Equipped Station Wagons 


Station wagons equipped wtih radio 
telephones, and couriers are employed 
to keep Weissberger executives in con- 
stant contact with the moving men 
every step of the way. 

Equitable employes are being kept 
fully informed of progress, receiving 
day-to-day reports on the location of 
departments and personnel with whom 
they work. As their turns arrive, they 
close their desks in their old office at 
the end of one day, and reopen them 
in their new office at the beginning of 
the next working day, ready to contin- 
ue work without interruption. 

Everything from pens and pencils to 
complicated electronic business ma- 
chines is being moved. 

Among the 75,000 pieces are some 
staggering totals of individual items 
such as 6,626 desks, 7,159 legal and 
letter-size files, 2,303 card files, 1,722 
card file sections, 3,000 transfer files, 
1,500 tables, 500 supply cabinets, 525 
business machines, and 625 documen- 
tary file sections, to list a few. 

An interesting point to the person 
unfamiliar with the moving business 
is that no advance count is made of the 
number of chairs being moved, al- 
though thousands are involved in the 
Equitable operation. This is because 
chairs are of a size and shape to fill 
space around larger pieces when vans 
are loaded, and are not counted when 
figuring the number of van loads ina 
move. 

Moving materials required for the 
Equitable move include 17,000 cartons 
and 2,500 large bins, in addition to spe- 
cial carriers for typewriters and Ad- 
dressograph machines. 

Complicated electronic machines are 
prepared for the move by representa- 
tives of the manufacturers and are 
loaded on special dollies by the movers. 

Each unit to be moved is loaded ona 
dolly and remains “on wheels”—from 
start to finish of the move—until it is 
unloaded in its place in the new build- 
ing. 


Floors Are Protected 


Hundreds of square feet of Masonite 
floor covering is being used by the 
movers to protect floors. 

Detailed advanced planning is what 
enables an operation of the size of the 
Equitable move to go off without 4 
hitch. More than 25 meetings have 
been held during the past two years. 
Participating in the planning sessions 

(CONTINUED ON PAGE 17) 
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3 ways Lincoln Life’s simplified 


Group Insurance can help your firm... 





1. Save time 


2. Increase efficiency 
3. Improve employee understanding 


1. Hours of valuable time are 
saved by a wonderfully fast, simple 
case-handling system developed by 
Lincoln Life. There’s no poking 
through a catalog of instructions, 
searching for the form described, 
then matching the right form to the 
proper rules. Instead, Lincoln Life 
provides a neat, file-size case tabbed 
for all routine and unusual situations. 
Behind each tab are simple, easy- 
to-identify forms with instructions 
printed right on them. This turns a 
chore into an easy process, speeds 
case-handling greatly. 


2. Efficiency is stepped up by Lin- 
coln Life’s unusual billing procedure 
that does away with complicated 
monthly reports. Instead of showing 
all employee names and classification 
numbers, with volumes and units of 
insurance for each, the administra- 
tor merely lists the employees added 
or terminated each month. He can 


even include last-day changes. This 
system gives him a correct picture 
of the people covered and the costs 
involved at any time. 


3. Employee understanding is im- 
proved by new streamlined pam- 
phlets and forms developed by 
Lincoln Life. For example, the entire 
group insurance proposal has been 
condensed into a single sheet that is 
easy to read and grasp. The an- 
nouncement pamphlet and employee 
certificate are combined in one 
simple, dual-purpose piece, avail- 
able in all states except Massachu- 
setts. These developments promote 
improved employee relations by 
helping employees understand their 
coverage. 


Find out how these Lincoln Life 
ideas (and others) can help your 
firm. ‘Telephone or write your nearby 
Lincoln Life agent for details. 


In adopting the name of Abraham Lincoln, this company assumed the responsibility of 


measuring up to that great name—in character, integrity and thoughtful human service. 


rue LANCOIN 


e 
NATIONAL Life INSURANCE COMPANY 


Its name indicates its character 


Fort Wayne 1, Indiana 








Equitable Society Buys 
Honeywell Computer 


Equitable Society will install a 
Honeywell 800 computer, valued at 
about $1.5 million. The company will 
use the new machine to move further 
into the broad fields of actuarial and 
market research. The present automa- 
tion system, including two IBM 705s 
and many smaller units, has up to 
now been principally devoted to policy 
processing. 

The addition of the new computer 
will double the company’s electronic 














CHICAGO 


é Uppy UY) 


HeNATIONAL UNDERWRITER 


data processing capacity, according to 
David H. Harris, vice-president in 
charge of methods research. 


Flow Between Machines 


A feature of the _ transistorized 
Honeywell 800 is the flow of informa- 
tion between the new machines and 
the older ones, made possible by an 
electronic system that automatically 
translates data stored on the magne- 
tic tapes of either computer for use by 
the other. 

The first assignment of the Honey- 
well will be to handle the calculation 


SPECIAL 
REPORT 
FROM 


INSURANCE 
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and payment of agents’ commissions Continental Assurance 


and to take on most of the data proc- 


essing in the group and group annuity Leaders Get Awards 


programs. 


11 In Conn. Mutual School 


Eleven recent college graduates se- 


Awards for outstanding sales and 
service performance were given to 13 
producers during the Pyramid Club 
meeting of Continental Assurance in 


lected for Connecticut Mutual Life’s Chicago this week. 


three-year sales and sales manage- 


Harry W. Nitka of Carl E. Haas 


ment training program have completed agency, Brooklyn, received the top 


summer classes 


at Hartford. The award as national leader. He also was 


school, which ran from Aug. 14 to the winner of the eastern department 
Sept. 1, was under the direction of award. 
Joseph N. Desmon, general agent 


D. Ross Osborn, superintendent of 


agencies. 




















Since 1886 . . . three-quarters of a century of 
growth and progress . . . North American has 
attained the enviable position as one of 
America’s oldest and soundest insurers. 

North American’s sharp growth pattern over 
75 years is etched in sales success. Perhaps you 
are the General Agent seeking sales success. 
If so, write: 


1886 


THE NORTH AMERICAN COMPANY 


FOR LIFE, ACCIDENT AND HEALTH INSURANCE 
209 S. LASALLE STREET + CHICAGO 4, ILLINOIS 


Operating in 48 states and the District of Columbia 








Harry Nitka (right) of Carl E. Haas 
agency, Brooklyn, receives congratu- 
lations from Robert B. Hamor, vice- 
president and director of agencies Con- 
tinental Assurance, for winning award 
as national leader in outstanding sales 
and service performance in 1961. 


from Buffalo, placed second in na- 
tional honors and was first in the mid- 
America department. Clarence C. Bo- 
ettcher of the Chicago branch office 
was second in the department. 

In the Pacific Coast department, J. 
Jerry Perlman, Los Angeles, won the 
first place award. Second place went 
to Jerome L. Block of the Nevada- 
Pacific Co., Las Vegas. 

General Agent Bernard L. Warner, 
Toronto, won the top honor in the 
Canadian department, and Jean Avard 
of Montreal was second. 


Career Department Awards 


In the career department, Jerome 
B. Mann of L. M. Scheer & Co., Chi- 
cago, was presented with the top 
award. Maurice Bender of the same 
agency was second. 

Receiving awards as new agents 
were Dale W. Brunken, Smith & 
Crakes, Eugene, Ore., in the Pacific 
coast department; C. J. Cater of W. 
McCallum agency, Dundas, Ontario, 
in the Canadian department; and Ir- 
ving M. Weisberg of the Herman Fish- 
man agency, Detroit, in the career de- 
partment. 


Name Committee To Study 


Code Revision In S.C. 

Gov. Hollings of South Carolina has 
appointed three industry members of 
a committee to study a revision of 
South Carolina insurance laws, Robert 
R. Scales, legal vice-president Liberty 
Life; J. Clifton Judy, Colonial Life, and 
J. Edwin Schachte Jr., Charleston 
local agent and past president of 
South Carolina Assn. of Insurance 
Agents. The other members of the 10- 
man committee are three senators, 
three representatives and commis- 
sioner Austin, ex-officio. 

Eighteen senior salesmen from eight 
agencies of Bankers Life of De 
Moines attended an advanced undet- 
writing workshop at Chicago in Au- 
gust. 
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An investment in time 


that can pay you 


ALOR KORA RSMORA OTTO RATIO RS 


| 





By training to become a CHARTERED LIFE UNDERWRITER 


you gain prestige and increase your earning opportunities ! 


In the never-static insurance field it is important 


for the alert and ambitious underwriter to keep pace 


with new trends and developments. 


An excellent way to do this is by enrolling in study 


programs offered by the American College of Life 


In this way, the conscientious agent broadens his 
knowledge and is able to render more valuable service 
to his company and clients. And the added self-confi- 
dence he acquires can help him substantially increase 
his business. Why not make this rewarding invest- 


Underwriters—programs which can lead to the pro- 


ment in time by preparing to start CLU study pro- 
fessional designation of Chartered Life Underwriter. 


grams and examinations this fall. 


New York Life | 
Insurance Company 


51 Madison Avenue, New York 10, N.Y. 
A MUTUAL COMPANY FOUNDED IN 1845 


Life Insurance « Group Insurance « Annuities 
Health Insurance « Pension Plans 
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Home Office Changes 


Security Life & Accident 


Hugo Soll, underwriting secretary, 


has retired. Mr. Soll has been in the 
business 42 years as an underwriter. 
His major experience has been with 
Occidental of California, Capitol Life 
of Denver, and Security L.&A., where 
he has been for the past 13 years. He 
was the originator and prime mover of 


Colorado Society of Home Office Un- 
derwriters. 

Robert Kershaw, who joined the 
company a year ago as_ assistant 
director of agencies on the West Coast, 
has been promoted to director of 
sales. He was originally with Pacific 
Mutual Life and Guaranty Union Life. 

Robert F. Petrik has been named 


chief underwriter. He has been with 
the company for the past six years. 
Donald S. Benny, with the company 
since 1953, and formerly manager of 
the new business department and then 
chief underwriter, has been promoted 
underwriting secretary. 


Great American Life Of N. J. 


Martin H. Tinsley has been made 
general manager of the accounting de- 
partment. He has been staff assistant 
in the auditing department of New 
York Life, executive cashier and chief 
accounting officer of Union Labor Life 









































FOUR SYMBOLS -ONE GOAL 


The National Quality Award “Q” is 
recognized as a reward for superior quality of 
life insurance service to the public. 


Each of these symbols identifies an organi- 
zation that is dedicated to establishing and main- 
taining the highest standards of life insurance 


service. 


The coveted Chartered Life Underwriter key 
symbolizes the topmost professional educational 
The Life Underwriter Training 
Council’s badge represents industry responsi- 
bility in passing on lessons of practical experi- 


attainment. 


THE LIF 


SINCE 1871 








ence. 


The fourth symbol is the emblem of The Life 
Insurance Company of Virginia, a company that 
encourages and supports the activities of all 
organizations dedicated to the education, train- 
ing and development of the professional life in- 


surance salesman. 


INSURANCE 
COMPANY 


OF VIRGINIA 


RICHMOND, VIRGINIA 
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and controller of Standard Security 
Life of New York. 

Richard G. Mulholland has been ap. 
pointed manager of the group depart. 
ment. He was director of group sales 
of Colonial Life and managed the life 
underwriting department. 

James I. Hyde has been appointed 
regional field supervisor. He has been 
with Merrill, Applegate & Co. genera] 
lines agency and before that was gen. 
eral agent for Colonial Life at East 
Orange, N.J. 


United States Life 


John M. Walker 
has been appointed 
assistant superin- 
tendent of agen- 
cies, accident and 
health. He started 
in personal insur- 
ance six years ago 
with Monarch Life 
at New York. In 
1959 and 1960 he 
was among the top 
10 agents in lowest 
second quarter 
lapse ratio to in- 
surance in force. He has been a mem. 
ber of Monarch’s President’s Club 
every year. 


Manhattan Life Of N.Y. 


Harry Levey, superintendent of 
agencies, western division, has been 
made regional field vice-president, 
western division. He entered the busi- 
ness in 1930 with Penn Mutual at 
Chicago and later joined New York 





John M. Walker 





William E. Farber Harry Levey 


Life at Los Angeles. In 1948 he went 
to Manhattan Life at Burbank, Cal, 
where for two years he ranked second 
in the company in personal production. 
In 1948 he became general agent in 
Beverly Hills. 

William E. Farber has been made 
manager of the premium reporting and 
commission paying department and 
assistant secretary. A retired army 
colonel, he last served as special assis- 
tant to deputy chief of staff comp- 
troller and program coordinator in 
Japan. 

Vincent T. Shanley has been made 





a Service Guide. 


ACS 


Actuarial Computing 


Service, Inc. 
“Specializing in Camputer Applications 
for the Insurance Industry” 


1389 PEACHTREE ST., N.E. ATLANTA 9, GEORGIA 
TR. 5-6727 


—— 



























CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 


Ralah 4. Colisn 


30 N. LaSalle Chicago 2, Ill. 
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manager of the newly created elec- 
tronic data processing files mainte- 
nance department. He has been in the 
nome oftice for over 35 years. 

William Hefter, senior tab operator 
and assistant manager of the tabula- 
ing department, has been appointed 
manager of the tabulating department. 

Herbert Nadler, associate in the 
Society of Actuaries, has been named 
actuarial assistant. 


John Hancock 


S. McGranahan, assistant 


Harvey 


claim director, has been made an as- 
sistant secretary. He is a member of 
the standing group committee of In- 


John M. Bergin Harvey McGranahan 


ternational Claim Assn. and subcom- 
mittees of the Health Insurance Coun- 
cil of the Life Insurance Assn. 

John M. Bergin has been appointed 
assistant superintendent of agencies in 
the general agency department. He has 
been manager for Life of North Amer- 
ica at Miami. 


Nationwide Life 
Curtis B. Wachsmuth has. been 
named to the board. He was formerly 
administrative assistant to the general 
manager of Pennsylvania Farm Bu- 
reau Cooperative Assn. 


Ill. Mid-Continent 


Charles Bruce has been appointed a 
2nd vice-president. A former company 
general agent, Mr. Bruce has for the 
past four years maintained headquar- 
ters in Chicago. He was previously a 
general agent for Standard L. & A,, 
from 1955 to 1958. 


Standard Of Indiana 
Noble L. Biddinger, James F. Bash, 
H. L. Ligon and William H. O’Brien 
have been named directors. Mr. Bash 
is secretary of Standard Life, Mr. Li- 
gon is treasurer, and Mr. O’Brien is a 





Conventions 


Sept. 17-20, International Claim Assn., annual, 
wy Greenbrier, White Sulphur Springs, 

. Va. 

Sept. 20-22, Life Insurance Advertisers Assn., 
annual, Sheraton-Dallas Hotel, Dallas. 

Sept. 24-29, National Assn. of Life Under- 
writers, annuai, Denver Hilton Hotel, Den- 
ver, 


Sept. 25, Fraternal Actuarial Assn., annual, 
Netherland Hilton Hotel, Cincinnati. 

Sept. 25-27, Life Office Management Assn., 
annual, Shoreham Hotel, Washington, D. C. 
Sept. 25-27, National Fraternal Congress, annual 

Netherland Hilton Hotel, Cincinnati. 

Oct. 9-10, Conference of Actuaries In Public 
Practice, Sheraton-Blackstone Hotel, Chicago. 
Oct. 9-13, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 

Oct. 10, Insurance Economics Society, annual, 
Edgewater Beach Hotel, Chicago. 

Oct. 18-20, Institute of Home Office Under- 
writers, annual, Jung Hotel, New Orleans. 
Oct. 26-28, Midwest Management Conference 
annual, Sheraton Hotel, French Lick, 
Indiana. 


Nov. 7-10, Life Insurance Agency Management 
annual, Edgewater Beach Hotel, Chi- 


Nov. 9-10, New York State Assn. of Life 

Underwriters, fall delegate meeting, Shera- 
“Syracuse Inn, Syracuse. 

Nov, 13-15, Health Insurance Assn., individual 

ice forum, Sheraton Hotel, Philadel- 
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vice-president. Mr. Biddinger is execu- 
tive vice-president and director of City 
Securities Corp. 


Monarch Life 


Benjamin F. Jones, formerly Cleve- 
land regional sales vice-president, has 
been transferred to the home office as 
vice-president in charge of agency op- 
erations. 


Great Southern Life 


Karl N. Stephenson has been named 
assistant manager, sales training de- 
partment. He joined the company in 
1959 at El Paso. 


Mutual Of N.Y. 


John R. Wilkins, publicity writer, 
has been made advertising assistant. 
He will help direct national and local 
campaigns in newspapers and mag- 
azines. 


BENEFICIAL STANDARD has 
named Gordon Hollingsworth manager 
of the accounting department and Lar- 
ry D. Wing manager of the newly cre- 
ated special risks service department. 
Mr. Hollingsworth was formerly as- 
sistant to the controller. Before join- 


ing the company last year, he held ad- 
ministrative positions with Federal 
Life & Casualty and Sunset Life. Mr. 
Wing joined the company in 1954 as a 
trainee in the cashier’s office. A series 
of promotions from assistant manager 
of the cashier’s office to supervisor in 
policy service department led to his 
appointment as head of the newly cre- 
ated conservation unit in 1958. He lat- 
er became a staff assistant to the con- 
troller. 


NORTHWESTERN LIFE of Seattle 
has named Phil C. Simon regional 
vice-president for Washington, Oregon 
and Idaho. He has been with Pruden- 
tial since 1947 as Seattle agent and 
staff manager. In 1954 he was trans- 
ferred to Los Angeles as senior-train- 
ing consultant. Mr. Simon returned to 
Seattle the following year as district 
manager. : 


NATIONAL WESTERN LIFE of 
Denver has named George A. Vogler 
vice president and director of sales. 
He was formerly an agent with Mass- 
achusetts Mutual from 1948 to 1952 
when he was transferred to the home 
office agency department and was 
made general agent at Des Moines. He 


1] 


then became director of sales for 
Franklin Life at Dallas and was trans- 
ferred to the home office as manager 
of agencies. He later was made vice- 
president and director of sales for New 
England. 

In 1960 he was named vice-president 
and director of the North American 
Life, A.&H. at Chicago. 


WESTERN CATHOLIC UNION has 
named Gerald A. Wiewel staff ac- 
countant. He joined the company in 
1916. 


William M. White, president, has 
been advanced to chairman of DEN- 
VER NATIONAL LIFE to succeed 
Ernest L. Perrine, who has resigned 
because of other duties. The new pres- 
ident is Milo C. Morgan, who has been 
with the company since 1959. 


PACIFIC MUTUAL LIFE has named 
Rudy R. Miner director of sales pro- 
motion. Joseph A. Thomas has been 
named associate counsel. He joined the 
legal department last year. 


GIRARDIAN—R. S. Houck has been 
promoted to manager of the newly 
combined life and A&S benefits divi- 
sion. 
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First 2 years 

our representatives 
produced* 


$100.000,000.00 


(ONE HUNDRED MILLION DOLLARS) of insurance 





e 
rity LIFE INSURANCE CO. 
Executive Offices: 630 Green Bay Road, Kenilworth 
Agency Offices: 5200 N. Sheridan Road, Chicago 
1201 S. 6th St., Springfield 





Mr. James Hall, President 
Mr. Garry F. Connell Jr., Executive Vice President 


THE COMPANY THAT GIVES TO GAIN—AND—GAINS BY GIVING 
*75% already in force—all individual life policies 








Changes In The Field 


United Benefit Life 


William Ken- 
nedy has been 
named general 
agent for Europe 
and the _ British 
Isles. He will head 
a 22-man sales 
organization with 
headquarters at 
Briennerstrasse 3, 
Munich. The new 
agency will offer a 
complete line of 
life insurance to 
U.S. military and 
their dependents, as well as to U.S. 
citizens directly or indirectly connected 
with the military or the U.S. govern- 
ment. Mr. Kennedy has been in the 
military insurance business since 1948 
in nearly every overseas area and the 
U.S. as well. From 1950 to 1954 he was 
a general agent in Europe and from 
1956 until 1960 in Honolulu with the 





William Kennedy 


entire Pacific, excluding Japan and 
Korea, as his territory. He is a life 
member of Million Dollar Round Table. 

M. J. Potts has been named service 
office manager at St. Louis and John 
Hunter to the same post at Toledo. 
Mr. Potts has been with the company 
16 years, most recently as manager at 
Toledo. Mr. Hunter, with the company 
since 1948, has been assistant manager 
at Toledo. 


Lincoln National Life 


Kai I. Gulve has been appointed to a 
supervisory post in the W. R. Beards- 
lee agency at Montclair, N.J. Born in 
Sweden, Mr. Gulve came to this coun- 
try after WW II and entered the life 
insurance business in 1952. A year 
later, he joined the Beardslee agency. 
Since that time his experience has in- 
cluded agency management responsi- 
bilities in addition to personal produc- 
tion. 

Robert E. Smith has been appointed 


HeNATIONAL UNDERWRITER 





to a supervisory post in the Thompson 
agency at Helena. Mr. Smith entered 
the life insurance business as an agent 
in 1957, and a year later he joined 
Lincoln Life and the Thompson agen- 


cy. 
Paul Revere-Mass. Protective 


Kenneth P. Cur- 
ry has been made 
general agent at 
Oakland, Cal. He 
has been regional 
training supervisor 
in the western 
sales region and 
before that was an 
agent in Seattle. 


Kenneth P. Curry 
Aetna Life 


George C. Fraser has been appointed 
general agent at Portland, Ore., suc- 
ceeding Rodney M. Harpster, who be- 
comes head of the Los Angeles general 
agency. Mr. Fraser has been general 
agent at Detroit since 1958 and before 
that was head of the Saginaw, Mich., 








sales policies. 








NO MORE INQUIRIES, PLEASE 


(until we can give them our full attention) 


Almost simultaneously a number of insurance companies have decided 
to add our variable dollar program to their sales portfolios. The result is 
that currently the entire staff of Investment Policies, Inc. is devoting 
its time to effectively integrating our mutual fund with each company’s 


If your company is interested in selling a variable dollar program, 
we will, of course, be pleased to send you full details. (I.P.I. offers you 
the only way to enter this field without expense or difficulty, retaining 
control over your field force and sharing in the variable dollar profits.) 
But we must admit, in all fairness, that we can’t presently promise you 
the prompt attention accorded the new members of our association. 


Douglas Thornsjo, 
President 


INVESTMENT POLICIES, INCORPORATED 


First National Bank Building « Minneapolis 2, Minnesota 


An association of insurance companies for the sale of securities. 
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agency. He joined the company ag onté 
assistant general agent at Detroit in B mec 
1949. He was president this year of fyinoi 
Detroit Life Agency Management Assn, 
Edmund F. Dwight Jr. has been 
made general agent at Tampa. He 
joined the company in 1955 as assistant 
supervisor at Hartford, and then be. 
came supervisor and assistant gene 
agent there. He succeeds Albert 
Kalkbrenner Jr., who has entered 9 
theological seminary 














Equitable Of lowa 
Walter J. Shields, Spokane genera 
agent, has been selected as successo 
to Hugh S. Bell, who will retire as th 
company’s Seattle general agent at the 
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H. S. Bell W. J. Shields 





end of the year. Mr. Shields will move 
to Seattle on or about September 1, 

Mr. Shields joined the company in 
1952 as West Coast field assistant fol- 
lowing several years with the Oc¢- 
dental Life of California. In 1953 he 
was named Spokane general agent. He 
is currently president of Washington 
State Assn. of Life Underwriters. : 

Mr. Bell has been a company as 
sociate since 1925 and Seattle general 
agent since 1926. 
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i Walte 
Connecticut General as gene 
Arthur C. Schilling has been made [Will be 
district group pension manager in Buf- [: Grif: 
falo. He joined the company in 1957 #8ency- 
and has been at Chicago as group }'8ent é! 
pension representative since 1958. at Colt 


made g 
Franklin Life 


1937. 
: ; Mr. C 
Gratton A. Litz has been appointed Jing Int 
Norfolk, Va., area manager. He has 
been with Equitable Life of New York 
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St. Lawrence Life 


E. B. Horton, most recently with 
Coastal States Life of Atlanta in ad- 
ministrative sales, has been named 
regional manager for Georgia and 
Alabama. He succeeds Sidney Oster- 
haout Jr., resident vice-president, who 
is being transferred to Florida. 

Lee McFadden, formerly superin- 
tendent of agents, has been named t0 
develop life and A&S agencies in 
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Massachusetts Mutual 
Robert E. Han- 
non has been gen- 
eral agent at Chi- 
cago, replacing 
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ducer. Mr. Hannon 
entered the busi- 
ness in 1953 with 
Aetna Life, after 
four years as a 
practicing attor- 
ney. He then joined 
e Jordan agency of Massachusetts 
Mutual as assistant general agent and 
yecame manager of its Evanston, IIL. 





Robert E. Hannon 


‘a 4istrict office in 1960. When Evanston 
™] Wyas made a separate agency in Decem- 






her he was appointed general agent. 


fhe was a member of the 1960 Million 
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State Mutual Life 






ed general agent for that part of 


LIFE INSURANCE EDITION 


years. Elmo Black and Robert Hay 
have been named general agents at 
Albuquerque and Abilene, respec- 
tively. Each has several years’ expe- 
rience. 


BENEFICIAL STANDARD has ap- 
pointed Jerome Prevette advertising 
assistant. He was previously advertis- 
ing director for Fidelity Interstate Life 
of Philadelphia, a subsidiary of Bene- 
ficial Standard. 


PIEDMONT SOUTHERN LIFE has 
named Douglas R. BeVille Jr. general 
agent at Chattanooga. He has been 
manager for American Life of Bir- 
mingham and a district agent for Con- 
necticut Mutual. 


PACIFIC. MUTUAL LIFE has 
named Charles E. Weber Jr. super- 
visor at Oklahoma City. He joined the 
company in 1959 as ane assistant 
supervisor. 


NEBRASKA NATIONAL LIFE has 
appointed Smith, Valentino & Smith 
Inc., Los Angeles, western division 
managers. 


NATIONAL GUARDIAN LIFE of 


_ Madison Wis., has named Ralph V. 
. Myers general agent at South Bend. 
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Walter S. Hayes Don Griffee 


Walter S. Hayes will retire Sept. 15 
as general agent at Davenport, Ia. He 
will be succeeded by his assistant, Don 
H. Griffee, who will be manager of the 
agency. Mr. Hayes becomes general 
went emeritus. He joined the company 
it Columbus, O., in 1936 and was 
made general agent at Davenport in 
1937. 





Mr. Griffee worked for Deere & Co. 
nd International Harvester Co. before 
joining State Mutual in 1955. He is 
vice-president of the Moline Exchange 
Club and co-chairman of the Moline 
Chamber of Commerce Contact Club. 


Colonial Life Correction 


- § Donald J. Smith, whose appointment 


as resident superintendent of agencies 
at Shrewsbury, N.J., was reported in 
the Aug. 12 issue, has been with the 
company since July 1, 1958, when he 
was appointed resident superintendent 


in- Jin Hartford. The Aug. 12 item made it 


ippear that he had just joined Colonial, 


Prudential 
Douglas E. Ortegren, an agent at 


ttires October 1. His colleagues hon- 
wed him at a luncheon in Grand Is- 


pany’s president’s citation and mem- 
—? in the northern star club in 
08. 


MACCABEES MUTUAL LIFE 


at Minneapolis-St. Paul. 
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SOUTHERN STATES LIFE of GF 
Houston has named Maurizio B. An- 7% 
tonelli general agent at Galveston. He 7 
has been in the business eight years. 77 
Fred Munguia has been appointed toa 7 
similar position at Harlingen, Tex. He YY 
Z XS 
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HIGHER 
STANDARDS 
OF 
EXCELLENCE 








“Never has training been so important. Not 
academic knowledge alone, but skillful ap- 
plication in actual sales situations. Looking 
back a few years, most of us can attribute 
our sales increases to intensive schooling— 
from basic level all the way to C.L.U.” 


J. D. Anderson, President 
in a speech at LIAMA Spring 
Conference, Chicago, 1961 
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Editorial Comment 
Insurance That Might Have Been Sold 


If the companies licensed to do busi- 
ness in New York had increased their 
insurance in force in the last decade 
at the same rate as the companies not 
licensed in the state they would today 
have some $137 billion more insur- 
ance on their books than they actually 
have. 

That is the inescapable conclusion 
one reaches after reading the prelim- 
inary report of the New York insur- 
ance superintendent. The report did 
not state the conclusion, but it con- 
tains figures that allow no other de- 
duction. 

Now $137 billion is a tremendous 
amount of life insurance. In fact, it 
is equal to a little over 22% of the 
$615 billion in force in all United 
States legal reserve life companies. 
Why isn’t this additional $137 billion 
in force today, doing its job of pro- 
tecting a badly underinsured citi- 
zenry? Why weren’t the even greater 
number of billions sold that would 
have left us with this added protection 
of $137 billion. 

Our own feeling is that New York’s 
acquisition cost restrictions, which af- 
fect all companies licensed in the state, 
domestic and out-of-state, had a good 
deal to do with keeping companies 
subject to the New York law from 
progressing at the same rate as those 
not subject to it. Of course, there are 
various qualifications that must be 
conceded. The New York admitted 
companies include most of the older 
and bigger ones, and they have to sell 
a higher percentage of business to in- 
surance in force just to hold even than 
a newer company does. Also, it could 
be said that there could not possibly 
have been a net gain of $137 billion 
even if New York had had no acquisi- 
tion cost restrictions whatever, be- 
cause much of the additional business 
the New York admitted companies 
would have been enabled to do would 
have been at the expense of the non- 
admitted companies (outside of New 
York State, of course). 

Allowances would have to be made 
for types of business written by dif- 
ferent companies and for other favtcrs 
that an expert in this field would 
think of but that we lack the exper- 
tise to know about. Nevertheless, it is 


our feeling that when the experts had 
discounted the $137 billion figure by 
all the various billions that should be 
knocked off to arrive at a fair com- 
parison between the growth pattern 
of the New York admitted companies 
and the companies that don’t operate 
in New York, they’d find themselves 
left with quite a lot of that $137 bil- 
lion that could be explained in no way 
except that the New York admitted 
companies have been hobbled in ways 
that the other companies have not. 

We think it would be worth making 
a study of, because even a few billions 
of life insurance that could have been 
written but wasn’t represent an un- 
comfortable falling short in doing the 
job for which life insurance was de- 
signed. There are doubtless some who 
feel that if life insurance isn’t sold 
cheaply it should not be sold at all. We 
don’t agree. We believe that life com- 
panies should be permitted to develop 
all the different levels of their natural 
markets, just short of the point of 
pricing the product out of the market. 
The law of demand and supply is a 
better measure of how much a com- 
pany ought to be allowed to charge 
for its service in merchandising life 
insurance than any state. It also 
makes it more certain that the great- 
est possible number of family heads 
will be insured, instead of getting 
away with putting off the decision 
forever because it’s not worth a com- 
pany or agent’s while to solicit the 
sale.-—R.B.M. 





Personals 


Murray D. Lincoln, president of Na- 
tionwide Life, has been appointed a 
member of the special advisory com- 
mittee on cooperatives to the Interna- 
tional Cooperation Administration. 


Chester O. Fischer, retired vice- 
president of Massachusetts Mutual 
Life, has been elected chairman of the 
board of trustees of Springfield College, 
Springfield, Mass. It is one of the 
nation’s leading physical education in- 
stitutions, famed as the birthplace of 
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basketball and as a source of leaders 
for community organizations such as 
YMCAs, boys clubs and schools. Mr. 
Fischer has been serving as chairman 
of board’s committee on public affairs. 
There are 45 members on the board. 


Sidney Salomon Jr., a director of 
National Home Life of St. Louis, has 
been appointed a member of the 
American Battle Monuments Commis- 
sion, which supervises overseas battle 
monuments. 


Wallace Fulton, health education 
associate of Equitable Society, has 
taken office as president-elect of the 
National Council on Family Relations. 
The group includes marriage counsel- 
ors, attorneys, physicians and sociolo- 
gists. 





Deaths 


Dr. HUBERT B. HAYWOOD, 77, 
medical director and one of the found- 
ers of State Capital Life of Raleigh, 
died. He was vice-president of North 
Carolina Board of Health, president of 
North Carolina Medical Society, and 
for 10 years chairman of the state’s 
medical advisory board for mental hos- 
pitals. He received a Presidential Cita- 
tion for services with Procurement of 
Physicians Board in 1946. 


ELMER A. RILEY, who retired as 
agency supervisor of Carolina Life in 
1956, died at Columbia, S. C. 


Mrs. ELIZABETH C. MENGE, 88, 
died in Detroit. Her three sons are 
Walter O. Menge, president Lincoln 
National Life; C. H. Menge, vice- 
president and actuary Atlas Life of 
Tulsa, and Milton A. Menge, vice- 
president and actuary Peoples Life of 
Washington, D. C. 


THOMAS G. MULLEN, 26, assistant 
controller National Bankers Life, and 
his wife were killed in a head-on auto- 
mobile collision near Pattensburg, Mo., 
during a vacation trip. 


FRED B. SHOAFF, 83, a member of 
the board of Lincoln National Life 
since 1924, died following a sudden 
illness. He also served as a member of 
Lincoln Life’s finance committee. Mr. 
Shoaff was senior member of the law 
firm of Shoaff, Keegan, & Baird in 
Fort Wayne. 


WARREN J. MOORE, 64, adminis- 
trative counsel of Northern States 
Life of Milwaukee, died of a stroke 
while in his office. Mr. Moore was 
with Old Line Life of Milwaukee for 
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46 years until he resigned as execy. 
tive vice-president in 1960 after the 
management lost a proxy fight. } 
1955, he was president of Life Offic, 
Management Assn. He started wit 
Old Line as a clerk in 1914, becam; 
office manager in 1923, secretary jy 
1934, vice-president in 1951 and ex 
ecutive vice-president in 1955. 


Dr. GEORGE B. SMITH, chair 
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By H. W. Cornelius of Bacon, Whippie & Co, of 2429 

135 S. LaSalle St., Chicago, Aug. 29, 1991 § bonds ' 
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Use of insurance paper advertising | UP abou’ 
space as a medium for wishing Gen- Great 
eral Agents & Managers Conference a } active, 1 
happy 10th birthday has been sugges- | near futi 
ted by David B. Fluegelman, Con- An of 
necticut Mutual, New York City, pub- | ‘stration. 
licity chairman of GAMC. A number J bid. It tl 
of companies’ top executives have in- | emembe 
dicated an interest in some acknowl | he was 1 
edgement of the occasion, and one | to local ; 
suggestion was that advertising space} of the g 
be used. little mo 

Mr. Fluegelman is relaying the idea} harvest. 
to some 300 life companies. Thesef mg insu 
companies are already advertising} Franklin 
regularly in one or more insurance} Ualty, no 
publications, so the congratulatory ad- | tional, w 
vertisements would represent no addi-| Chase 
tional outlay. Mr. Fluegelman offered} The Cc 
to provide each advertising manager underwri 
with the names of his company’s field } nvestors 
management personnel who have | and the : 
served as officers or broad members | Market \ 
of GAMC, should the company want | writing r 
the advertising to pay tribute to them. | Mainder 

aa season, 1! 
Cummings Readies Camp Again | !%v. 

O. Sam Cummings, Texas gener] Kansas 
agent for Kansas City Life at Dalla} Comm« 
will be host to the 28th annual camp | bout 4 | 
and training conference at Camp Wal | and it rar 
demar, Hunt, Tex., Sept. 3-6, for mem- This re 
bers of his agency, their families and] May 1.T 
home office guests. The camp was} Mmediat 
inaugurated by Mr. Cummings in 1929} ‘sues hac 
and has been held continuously evet| Moody 
since except for the war years. Guests} ly on | 
of honor this year include J. A. Bué- Transame 
inger, executive vice-president; Pat- looks ove 
rick Humphrey, vice-president ané Life for f 
actuary; Harland Farrar, vice-pres-] Althoug 
dent and field training director; Dt] the fund: 
Warren Hunzicker, assistant medical] *8ainst $1 
director, and Gordon McEachen, | ity rose 
sistant director of field training. Peninsu 

mate—Oc 
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september 2, 1961 


Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


It’s now a good guess that life insurance company earnings for 1961 will 
exceed those of last year in the range of 20-25% on the average. This, then, 
would mean that some of the price-earnings multiples, based on 1960 results, 
would seem considerably less startling when the new figures are at hand. Con- 
tinued strength in the life shares no doubt is due to such an expectation. 

Contributing in no small measure to the upward earnings trend is the con- 
tinuing maturity of low-coupon bonds and the reinvestment of the proceeds at 
the current good rates. For example, in November of this year a $7 billion issue 
of 244% government bonds will be maturing and next June $4 billion of 2% % 
ponds will be coming up. A very large proportion of these is held by the life 

anies. 

_ anal Standard Life was a standout on the plus side last week with an 
overnight advance of 5 points to 75 bid (then it dropped back to 72). Franklin 
Life proceeded to regain most of the ground lost in a recent fast selloff from 
125 to 109. It got back to 122 bid. Great American Life Underwriters at 2,000 
was up 100. Continental Assurance continued into new high ground at 198 bid. 
Connecticut General, which had been drifting lower, found favor again and 
moved up about 16 points to 273 bid. Aetna Life and Travelers were easier. 

Eastern Life had been strong lately, with good reason, it develops, as last 
week was announced a proposed 5-1 split and a 10% stock dividend. At 122 
bid it has quadrupled since last December. 

Bankers National Life forged ahead and got close to the 60 mark, up about 
§ points for the week. 

Midwestern United Life of Fort Wayne continued to go up easy and reached 
a mark of 63 bid. All-American Life & Casualty of Park Ridge, Ill., ran into 
a selling squall at the 22 level and dropped rapidly to about 16, then held 
and moved back up to 19% bid. United Ins. of Chicago kept going and at 60 
was in new high ground. 

Standard Life of Indiana continued higher to 68 bid. 

Security Life & Trust reached into the 70 level, with bids of 72. This is a 
company that is getting its feet wet in the mutual fund field, having formed 
last year a subsidiary—Security Diversified Shares Management. 

The secondary offering of 53,500 shares of Federal Insurance was not dis- 
posed of. This started off at 74, was later marked down to 73%, and then the 
market weakened to a low point of 69 bid. Fireman’s Fund was still trying to 
digest an offering of 49,500 shares of its stock at 75142. The holding point 
seemed to be 6012. It showed improvement Friday. Continental Casualty edged 
higher and General Reinsurance went on its steady way upward, gaining 4 
points at 162 bid. 

Old Republic Life of Chicago was in good demand and reached the 26 level, 
up about 2 points. 

Great Southern Life at 116 was up 10. American National was strong and 
active, reaching 1514 bid. There was talk of big things pending here in the 
near future. 

An offering of 300,000 Combined Insurance shares has gone into SEC reg- 
istration. Before announcement of this program, Combined had sold up to 59 
bid. It then dropped to 51. This stock has gone up 150% this year. Those who 
remember W. Clement Stone from his Combined Registry Company days when 
he was merchandising non-can accident only policies of Commercial Casualty 
to local merchants through rehearsed and directed sales crews have seen one 
of the greatest single-handed insurance achievements on record. Big cigar, 
little moustache, broad grin and undiluted optimism have created a mighty 
harvest. He goes along with others from Illinois who have developed a tower- 
ing insurance fortune in a single generation such as Charles E. Becker of 
Franklin, O. T. Hogan of United and John MacArthur of Bankers Life & Cas- 
ualty, not to mention James S. Kemper and the Kendalls of Washington Na- 
tional, whose operations have been less spectacular and more conventional. 
Chase Fund of Boston bought 50,000 shares of Fidelity Bankers Life. 

The Commerical & Financial Chronicle August 24 comments on first half 
underwriting results of fire-casualty companies. Despite the poor showing 
investors were impressed with the continuing rise in net investment income 
and the substantial rise in policyholders surplus due to appreciation in stock 
market values. The market apparently has already discounted the under- 
writing results so far and is looking ahead to a sharp recovery over the re- 
mainder of the year. However, if severe hurricane losses should strike this 
— 1961 underwriting results would be the worst since the heavy losses of 
Kansas City Life at 2,450 was up another 100 points. 

Commonwealth Life, after a fast runup to 5414, invited selling and it faded 
about 4 points. Then Moody’s Stock Survey Monday recommended its sale 
and it ran into a squall, dropping to as low as 4514. 

This recommendation of Moody’s was contained in a review of its study of 
May 1. They also advised selling U. S. Life, but the market in that was not 
immediately disturbed. Sales were recommended on the ground that these 
issues had experienced such a fast runup. Aetna Life and Travelers, according 
to Moody’s, still offer reasonable value. Connecticut General should be held 
only on a very long-term basis. Jefferson Standard, Lincoln National and 
Transamerica still have some further appreciation possibilities. Franklin Life 
looks overpriced. They recommend holding Security Life & Trust and Liberty 
Life for further gains. National Old Line, “though dear,” may also be held. 
Although certificate sales were lower for the first six months of 1960 of 
the funds in the house of Investors Diversified Services Inc. ($108,961,000 
against $134,683,000), life insurance sales of Investors Syndicate Life & An- 
huity rose from $115,184,000 to $165,831,000. 

Peninsular Life strengthened to 7. It is still 21%4 points below its ex womb 





mate—Occidental Life of North Carolina. 
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Bickley Cites Role Teachers Can Play 


(CONTINUED FROM PAGE 4) 
this field, and even fewer are willing 
to pay any salary differential for such 
persons. This is frustrating to the 
teacher who is concerned with the 
placement of his students. It seems 
strange to Mr. Bickley that there is 
no particular interest in a young man, 
who is prepared to enter the business 
with a thorough knowledge of its vo- 
cabulary, concepts, theories and prob- 
lems, “unless his personality is more 
pleasing than that of the history ma- 
jor with whom he is competing.” 

Perhaps research is one of the most 
logical areas in which insurers might 
employ the writing and analytical tal- 
ents of teachers, Mr. Bickley said. 
Much research in other areas of busi- 
ness is commercially inspired, but few 
insurance studies have been com- 
pleted through grants from insurers. 
Yet a review of research completed 
by teachers of insurance in the past 
10 years shows an impressive array 
of studies which offer significant solu- 
tions to current problems. 

Writing assignments to teachers 
have included organization manuals, 
job descriptions, statements of compa- 
ny philosophy, company histories, and 
operative manuals. It is often expen- 
sive for a small or medium insurer to 
maintain a staff writer or editor, but 
many jobs can be done by bringing in 
a teacher when needed for the work in 
hand. 


Other Examples 


There are many other illustrations 
of the ways in which insurers have 
employed academic assistance at the 
consulting level, Mr. Bickley said. Two 
insurance teacher have testified in 
various courts on matters pertaining 
to the taxation of companies. Testi- 
mony of an insurance teacher before a 
state insurance department on the ad- 
visability of having life agents sell 
mutual funds played a role in the final 
decision on the question. One professor 
of insurance has entered into discus- 
sions within state insurance depart- 
ments on rate matters. One well- 
known professor is retained by a state 
department to consider all significant 
issues presented to the commissioner. 
One company retains a number of 
teachers to consult not only on com- 
pany education policy but also on per- 
sonnel matters. Insurance teachers 
have made studies of the wisdom of 
possible mergers, entry into new 
states, new methods of distribution, 
new office procedures, forms of cor- 
porate organization, and a number of 
other subjects which are important in 
company operations. 

Many insurance teachers are quali- 
fied in business subjects ranging be- 
yond technical insurance matters, Mr. 
Bickley said. Many have done special- 
ized work in management theory, mar- 
keting, finance, economics, personnel 
management, accounting, _ statistics, 
machine operations, psychology, and 
other subjects which are important to 
the administration of an insurance en- 
terprise. Although specialists in these 
areas are available to management, 
many insurers are finding that their 
interests are better served when the 
person offering advice on marketing or 
distribution problems also has a wide- 
ranging background in the science of 
insurance. Such a man is more likely 
to see all implications of marketing 
recommendations as applied to an in- 
surance company than might a nar- 
row specialist in marketing theory. 

When assistance is being sought in 
areas such as those indicated above, 
obvious care must be exercised in se- 


lecting the consultant. The man must 
have the human relations and intel- 
lectual capacity, to overcome unfavor- 
able attitudes which sometimes de- 
velops towards persons from outside 
the organization. However, when the 
size of the firm precludes having ade- 
quate staff help for all ventures un- 
dertaken or being considered, such 
consulting help often provides a logi- 
cal answer. 


Other Approaches 


Many approaches to employing in- 
surance teachers have been taken by 
companies. Some have made it possible 
for teachers to contribute to policy de- 
cisions through board meemberships. 
Some professors are on retainers which 
permit the insurers to consult them on 
problems as they arise. One company 
invited a panel of teachers to its home 
office for a conference on a wide range 
of problems. Many teachers have been 
commissioned to do specific studies or 
to conduct specific programs. The ap- 
proach used must be based upon the 
needs and resources of the company 
and the pool of insurance-professor 
talent which exists throughout the 
country. 

Only through the stimulus of close 
contact with practical insurance op- 
erations can many _ academicians 
achieve their full potential. Many in- 
surance organizations have almost an 
equal need for the technical and 
philosphical capabilities of professors 
of insurance. It therefore seems inevi- 
table that teachers will in time con- 
tribute significantly to the develop- 
ment of insurance firms and associa- 
tions, just as professors have contri- 
buted to other areas of human know- 
ledge, Mr. Bickley concluded. His 
paper will be presented in complete 
form in the forthcoming annual pro- 
ceedings of the society. 


D. W. Heatherington Heads 


Hartford Association 


HARTFORD—Donald W. Heather- 
ington, Manufacturers Life, has been 
elected president of Hartford Life Un- 
derwriters Assn. 

Other officers are Harry C. Bush, 
National Life of Vermont, and W. Ray 
Hutch, Aetna Life, 1st vice-presidents; 
Norton Glass, Jones-Mulvihill general 
lines agency, and David P. Rosen, 
Underwriters Service Agency, Inc., 
general agents for Bankers National, 
Confederation and Security Benefit 
Life, 2nd vice-presidents; Harold A. 
Carter Jr., Connecticut Mutual, secre- 
tary; Howard Smyth, National of Ver- 
mont, national committeeman, and 
George Wray, LIAMA, assistant sec- 
retary and treasurer. 

New directors are Mr. Hutch, Ken- 
neth H. Penny, Metropolitan Life, 
Mr. Carter, Anthony T. Rizzo, Sun Life 
of Canada, and Arthur H. Christ, 
Phoenix Mutual. 


24 Complete Franklin Lite School 

Twenty-four Franklin Life agents 
from the northwestern states area 
have been awarded certificates for the 
successful completion of the company’s 
“Master Agency Builders” course of 
study. The course was taught at an 
advanced training school Aug. 13-18 
in Yakima, Wash. Methods of selection, 
orientation and training of new agents, 
advanced underwriting and agency 
management were outlined by instruc- 
tors William D. Clements Jr. and 
James R. Maloy, agency vice-presi- 
dents. 
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eneficial 
THOUGHTS 





“EDUCATION ... makes a people easy to lead, 
but difficult to drive; easy to govern, but impos- 
sible to enslave.” So said Lord Brougham. 






EDUCATION also make a life insurance man more 
productive . . . puts more money into his pocket 
and increases his ability to serve. And so this 
month, as life returns to the campus, it may be well 
for all of us in the life insurance profession to 
remember that there is no end to the paths of 
learning. It’s good to be in a profession that aids 
education. 


BENEFICIAL LIFE 
ingil H. Senith “Gor 7 

























HAVE 
WE 
FORGOTTEN... 


PEOPLE NEED | 
AN EDUCATIONAL FUND! 


= In order to provide the necessary education 
for success, it is of paramount importance 
that every family set-up an educational 
fund for their children. With college 
costs rising, the need for an educational 
fund becomes a basic necessity. = We 
should not place our product in the 
same category as such luxury items 
as tonics, automatic percolators, and hair dryers. We must stress 
the basic need for insurance. ™ These basic needs such as an educa- 
tional fund can be well provided by insurance. At Federal, we have 
developed programs which meet such needs. For further information 
write Emery Huff, Agency Vice President. A few prime managerial 
positions still available in the Midwest area. 


FEDERAL LIFE INSURANCE COMPANY 
6100 N. Cicero Avenue, 
Chicago 46, Ilinois 
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N.Y. Insurers Off 
Again In Percentage 
Of Total In Force 


(CONTINUED FROM PAGE 1) 
an increase during the decade of 
210.9%, in contrast to the 136.6% in- 
crease recorded by the companies li- 
censed to do business in New York. 

If the New York admitted companies 
had increased their insurance in force 
in the decade at the same rate, 210.9%, 
as the non-admitted companies did, 
their insurance in force at the end of 
1960 would have been some $575.3 
billion instead of the $437.8 billion that 
it actually was. That is, there would 
be about $137.5 billion more in force in 
New York admitted companies today 
than a decade ago if they had gained 
insurance in force at the same rate as 
the companies not licensed to do busi- 
ness in New York. 


No Breakdown Given 


The New York superintendent’s re- 
port does not break down the in-force 
figures to show how much the three 
major divisions—ordinary, group and 
industrial—had in force in 1950 and a 
decade later. Since much of the expan- 
sion in the decade has been in group 
insurance, the distribution of in-force 
business by lines might have shown 
up some significant differences in rates 
of growth of the three categories of 
coverage. 

The percentage of assets held by 
New York-licensed companies to all 
United States legal reserve companies 
has also been going down steadily. It 
was 84.1% in 1950, 79.8% in 1959 and 
79.5% in 1960. Assets of New York ad- 
mitted companies rose in the.10 years 
from $53.8 billion to $94.9 billion, up 
76.4%. For all legal reserve companies 
in the United States, assets rose from 
$64 billion to $119.4 billion, an increase 
of 86.6%. 

This means that the non-admitted 
companies had $10.2 billion in assets in 
1950 and $24.5 billion in 1960. This 
is an increase of 140.2% for the decade, 
as contrasted with 76.4% for the New 
York admitted companies. 


Both Categories Show Drop 


For both categories of companies— 
admitted and non-admitted—there 
was a substantial drop in the ratio of 
assets to insurance in force, presumab- 
ly reflecting the rise in the sale of 
group, individual term, and other forms 
carrying lower premiums. For the New 
York admitted companies the ratio of 
assets to insurance in force in 1950 
was 29% but by 1960 it had dropped to 
21.6%, a difference of 7.4 percentage 
points or a 25.5% difference between 
the two ratios. For the non-admitted 
companies the ratio was 17.9% in 1950 
and 13.9% in 1960, for a difference of 
four percentage points and a difference 
in ratios of 22.3.% 

This is not a very great difference 
in ratios—22.3% and 25.5%—but it 
goes counter to what most people mak- 
ing an offhand guess would have fig- 
ured, because so large a majority of 
the biggest companies are licensed to 
do business in New York. One explan- 
ation may be that a big majority of 
the giant group writing companies are 
licensed in New York, and of course 
the reserves on group term insurance 
are much less per thousand dollars of 
insurance in force than they would be 
on a like amount of permanent in- 
surance. 


Old Line Life reports new paid life 
insurance for the first seven months 
registered an 87% gain over the same 
period of last year. Total sales were 
$28,966,534. 
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San Francisco Denver Los Angela 








E. P. HIGGINS & CO. 1 
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Auditors and Accountants 
Pension Consultants 
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Equitable Society's Move Is Detailed 


(CONTINUED FROM PAGE 6) 
nave been Equitable executives from 
the division of home office administra- 
tion, including Vice-President George 
p. Chave, Manager Arthur Bajart, 
chairman of the moving committee, 
and his assistant, Michael A. Hannan. 

Six months ago, an cffice was es- 
tablished at the old Equitable head- 
quarters for Joseph Modrov, head of 
the Weissberger planning department, 
so he could be on hand to coordinate 








John Hughey Joins 
Oklahoma Department 


John R. Hughey has been appointed 
a member of the staff of Joe B. Hunt, 
Oklahoma commissioner. 

Mr. Hughey will serve as an attorney 
and securities analyst for the commis- 
sioner’s office. He received his law 
degree from the University of Okla- 
homa, and was engaged in private 
practice at Hennessey, Okla., prior to 
his appointment. 

Mr. Hughey replaces James W. 
Green aS a member of Mr. Hunt’s 
staff. Mr. Green has accepted a position 
with Old Security Life of Kansas City. 

In his announcements of the appoint- 
ment, Mr. Hunt noted that despite the 
fact that he has only seven men on his 
staff, he has had quite a turnover The 
insurance industry has hired 10 of his 
staff members. Four became presidents 
of insurance companies, one an execu- 
tive vice-president and two consulting 
actuaries. Three men of his present 
staff have been offered insurance com- 


_ pany positions. 


Mr. Hunt states that he is happy to 
see his trained personnel join the in- 
surance profession. 


all final phases of the move. Then, a 
couple of months ago, a second office 
was established at the New Equitable 
building for use of Weissberger execu- 
tives while preparing to receive and 
set up the furniture being moved. 

Two years ago, when planning be- 
gan, the Weissberger planning depart- 
ment made the original itemized sur- 
vey of each Equitable department, list- 
ing everything to be moved, calculat- 
ing the cartons, bins, dollies, special 
containers, numbers of men and vans 
needed, and furnishing Equitable ex- 
ecutives with a budget figure on the 
cost of moving. 


75,000 Pieces Of Equipment 

This was bound into a large book 
listing 75,000 pieces of equipment 
amounting to 1,800 van loads. 

Early in March the keeping of 
monthly planning progress charts and 
day to day scheduling were begun. The 
charts are much like large monthly ap- 
pointment calendars of five-day weeks. 
Green stars affixed to a date signify 
that a part of the planning process is 
to be begun on that date; red stars de- 
note deadlines when parts of the plan- 
ning operation are to be completed. 

In March and early April, a re- 
survey was made, cluster by cluster, 
of all items to be moved. During April 
and May, Equitable representatives 
prepared and turned over to the Weiss- 
berger planning department new 
building floor plans for each cluster 
with furniture layouts showing where 
each piece of equipment was to be 
placed. Weissberger then coded these 
layouts so that nothing could go astray. 

Each unit to be moved bears a dis- 
tinctive tag, designating the floor of 
the new building and the place on the 











WELL-EARNED RECOGNITION 


To increasing numbers of people — and most particularly to pro- 
fessionals in life insurance — CLU represents a true symbol of 
dedication and achievement. We salute all Chartered Life Under- 
writers and are particularly proud that so many members of the 
Fidelity Field have earned this outstanding recognition. 





The FIDELITY MUTUAL LIF 


ON THE PARKWAY AT FAIRMOUNT AVENUE ¢ PHILADELPHIA 


insurance 
Company 








floor where the unit is to be set up. 
This is accomplished by using labels 
of 10 different colors, with four code 
markings, to give a separate designa- 
tion for each of the 40 floors. Then 
each tag is also given a code number 
corresponding to the placement num- 
bers on the furniture layouts. 

During July, orientation meetings 
were held at which Equitable repre- 
sentatives were briefed on all details 
of the move. Also, during July, the 
movers labeled the goods to be moved, 
cluster by cluster. 

About two weeks prior to each clus- 
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ter’s moving date, final conferences are 
held to review and coordinate all de- 
tails of the individual cluster’s move. 

As each cluster moves, a lobby di- 
rectory and floor directional aids are 
set up in the new building. Also, the 
movers mark the floors of the new 
office to correspond to the layouts fur- 
nished by the Equitable representa- 
tives, to speed the setting up and 
placement of equipment. 

Each unit being moved follows a 
precise time schedule to make the en- 
tire moving operation as close to an 
assembly line process as possible. 





What's the death 
rate ‘round here? 


salesman emerge. 


Union Mutual.- 





MAINE MAXIMS 


America’s 8th Oldest Life Insurance Company 
Home Office — Portland 


Carleton G. Lane, President / John Carnochan, Executive Vice President 





One of a series 


‘Bout one to 
a person. 


_ If we had our way, the “success rate” of life 
insurance salesmen would be the same. 


Here at Union Mutual personal growth is our 
aim in training our field men. Only by directing our 
efforts toward building the man — by helping in all 
phases of his personal growth — does the successful 


In the process, we make available the best sales 
tools and provide careful training, guidance and 
supervision. Out of our mold of consideration and 
understanding comes a man of greater stature and 
income — who is a happy member of his community 
and a credit both to himself and to the name of 
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LIFE NON-CAN HEALTH GROUP 
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NALU Meeting Program Now Complete 


(CONTINUED FROM PAGE 1) 

New York City, past president of NA- 
LU and former chairman of American 
College; Loran E. Powell, managing 
director of Life Underwriter Train- 
ing Council; Merritt L. Schriver, LUTC 
director of promotion and son of Mr. 
Schriver; Bruce E. Shepherd, execu- 
tive vice-president of Life Insurance 
Assn. of America; Chester P. Ward- 
well, Connecticut Mutual, Peoria, II1., 
past president of LUTC. 

The invocation will be offered by 
Harry K. Gutmann, Mutual of New 
York, New York City, past president 
of the New York State Assn. of Life 
Underwriters. 


Heartened by Interest Shown 


“We are greatly heartened by the 
tremendous interest being shown 
throughout the country in the Schriver 
appreciation dinner,” said R. L. McMil- 
lon, Business Men’s Assurance, Abi- 
lene, Tex., NALU vice-president and 
chairman of the dinner committee. “It 
is interesting to note that a goodly 
number of the 200 requests for tickets 


received to date have been accompa- 
nied by personal notes of commenda- 
tion and affection for Mr. Schriver.” 

Mr. McMillon urged that all who 
plan to attend the NALU convention 
buy their tickets for the Schriver din- 
ner immediately by getting in touch 
with Miss Elsie Johnson, NALU comp- 
troller, 1922 F Streeet, N.W., Washing- 
ton 6, D. C. Tickets are $7.50. Dress 
is optional. 

“We earnestly hope this affair is a 
sellout prior to Sept. 15,” said Mr. 
McMillon, “so that NALU will be in 
a position to give a guarantee to the 
hotel for an event that comes early in 
our convention week. But, even more, 
we want the greatest possible num- 
ber of NALUers and life insurance 
leaders to participate in a well de- 
served tribute to one of the ‘greats’ 
of our business.” 

Bank President To Speak 

Wednesday morning at the general 

convention session, on the American 


College hour, the speaker will be Gay- 
lord A. Freeman Jr., noted financier, 





WANT ADS 


Rates—$25 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 
175 W. Jackson Blvd. Individuals placing “Situation Wanted” ads are requested to make 
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payment in advance. 
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and sales promotion assistance. 
Applicants should have at least three yea 


fidence, to A-63, National Underwriter Co., 


AGENCY MANAGER 


One of top 40 companies has openings in key cities for Agency Managers. 


Liberal subsidized salary, plus expense account, with outstanding growth potential 
for man who can build large agency of full-time career agents. Successful applicant 
will attend intensive 7-week school in Agency Management at Home Office before 
assuming duties. Company provides supervisors, outstanding agent financing, training 


perience, with emphasis on recruiting and training, and be under age 45. 


Our present organization knows of this advertisement. Send resume, in complete con- 


rs successful secondline management ex- 


175 W. Jackson Blvd., Chicago 4, Illinois. 








MANAGER OF TRAINING 


Large eastern mutual company has an 
opening for manager of training. Successful 
background in ordinary sales, plus super- 
vision or home office work essential. 
Starting salary commensurate with experi- 
ence. Our own staff knows about this ad- 
vertisement and replies will be held in 
strict confidence. Write, enclosing com- 
plete resume, to NY-68, National Under- 
writer Company, 17 John St., New York 
38, New York. 


HOME OFFICE 
GROUP UNDERWRITER 


Unusual opportunity for experienced Life 
and Health Underwriter. Must be able to 
express ideas clearly, especially in writing. 
Newly organized Life subsidiary of large 
Mutual Fire & Casualty group located in 
upper mid-west. Well balanced employee 
benefits program. Send resume in confi- 
dence to: A-51, National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Illinois. 








OPPORTUNITY FOR 
SALES TRAINING EXPERT 


Mid-Western fast growing Life division of 
large national A&S company wants experi- 


EXPERIENCED MUTUAL FUND-LIFE 
INSURANCE SALES DIRECTOR 


$15,000 per year plus fringe benefits for the man 
selected to head new department packaging estab- 
lished mutual funds and ordinary life. Must be 
experienced in recruiting, training and leading 
men. Will cover oo from Home Office in 
Phoenix. Send mplete resume plus photo to 
A-56, National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Illinois 





enced Sales Training Supervisor. Field and 





Home Office background essential. Must 
know life insurance thoroughly. Starting sal- 
ary low five figures plus fringe benefits. 
Send resume, including present salary to 
A-58, National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Illinois. 


SALESMAN—LIFE & HEALTH 
BROKERAGE SUPERVISOR 


Likes to relocate in warmer climate. Worked 
with success in S. W. Ohio and like it. General 
agency or group work considered. Family, age 
41. CHestnut 2-1605. M.B.C., 11414 N. Solar 
Drive, 78 West., Mequon, Wisconsin. 








CHIEF ACCOUNTANT 
Sought by old, established, Mid-west, Life and 
A&H Company. Background in "Ordinary" re- 
quired. Computer experience helpful, but not 
essential. Expansion causes this opening and 


provides attractive future potential. 

Please send resume and recent photograph to 
A-32, National Underwriter Co., 
Blvd. , Chicago 4, Illinois. 


175 W. Jackson 





AVAILABLE 


Agency Director, age 42. Thirteen years field 
and agency department experience. Proven ca- 
pabilities. Seeks greater opportunity with more 
Progressive organization. Write A-60, National 
Underwriter Co., 175 W. Jackson Bivd., Chicago 
4, Illinois. 




















president of First National Bank of 
Chicago and a member of the Com- 
mission on ‘Money & Credit of the 
Committee for Economic Development. 
He will discuss the controversial re- 
port of the commission, released ear- 
lier this year. He will be introduced 
by Chairman Paul F. Clark of John 
Hancock and American College. 


To Hold ‘Western Night’ 


That evening there will be a re- 
enactment of the “Old West” of the 
movies and television at a “Western 
Night” in the grand ballroom of the 
Denver Hilton Hotel. Heading the bill 
will be Pete Smythe, mayor of East 
Tin Cup and star of radio and TV. The 
party will be open to all convention 
guests, the only charge being for re- 
freshments. 

Speaker for the fellowship brunch 
the final day of the convention, Thurs- 
day, Sept. 29, will be Justice Zollie C. 
Steakley of the Texas supreme court. 
He will speak after the ceremonies in- 
cident to the presentation of the 1961 
John Newton Russell memorial award. 
Judge Steakley was assistant attor- 
ney-general of Texas 1939-42 and 
again in 1946 and was secretary of 
state for Texas 1957-61. He was named 
an associate justice of the state su- 
preme court early this year. 


Philip McDonald Named 


Ill. Assistant Director 

Philip W. McDonald Sr. has been 
appointed by Gov. Kerner as assistant 
director of insurance of Illinois. He 
will be in charge of the Chicago office, 
succeeding F. Vernon Rosenthal who 
resigned several months ago. 

Mr. McDonald was in the adjusting 
business with several companies be- 
fore organizing his own independent 
firm, Philip W. McDonald & Co., 
25 years ago. He is withdrawing from 
McDonald & Co. and the business will 
be carried on by his son, Philip W. 
McDonald Jr., and other members of 
the staff, as well as by another son, 
Jack, who is a student at DePaul Uni- 
versity law school. 

Mr. McDonald Sr. served as deputy 
director of Illinois for four years under 
Gov. Stevenson when the directors 
were Harry Hershey, now on the IIli- 
nois supreme court, and J. Edward 
Day, now U.S. Postmaster General. 


Crown Life Reaches 
$3 Billion In Force Mark 


Crown Life reached the $3 billion 
in force level in July. It took the com- 
pany 52 years to reach $1 billion, six 
years to hit $2 billion, and only two 
and a half years to reach $3 billion. 


Pa. Senate Approves Group Life 
Plan For Commonwealth Employes 

The Pennsylvania senate has passed 
and sent to the house a bill creating a 
group life plan for some 73,000 com- 
monwealth employes. In other legisla- 
tive action, the house approved two 
companion bills providing workmen’s 
compensation and occupational disease 
benefits for survivors when benefici- 
aries die before receiving full benefits 
under existing plans. 


Federal Life & Casualty Reports 
The group division of Federal Life 
& Casualty reports a record total of 
$11,294,900 was written during the 
first six months. This amount is more 
than a 77% increase over the $6,373,- 
300 that was recorded during the first 
six months of 1960. The six-month 
total for 1961 is also an 11% increase 
over the $10,152,900 that was sold dur- 
ing all of 1960. 
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Record Number Take 


CLU Examinations 
A record 9,875 CLU and agen 
management examinations were take 
this year by 7,823 candidates at 2) 
centers. The CLU examinations apn 
three parts of the agency managemen 





examinations of the American Collega 


consist of 100 objective questions ¢ 
be completed by candidates in an hoy 
and 45 minutes, and five essay ques 
tions to be answered in a two-hoy 
period. The remaining two parts 9 
the agency management examination 
consist of 10 essay questions. 

The essay sections of the exap 
were handled by 50 professional grag 
ers employed by the college, and th 
objective answer sheets are handle 
by Educational Testing Service , 
Princeton, N. J. 

Organized classes were conductej 
in 230 cities during the past academj 
year. There were 8,955 persons in 44 
CLU classes and 463 in 46 agen 
management classes. 

Herbert C. Graebner, dean of the 
college, estimates that nearly 950 wil 
receive the CLU designation and a 
additional 125 will be awarded the 
diploma in agency management at the 
national conferment exercises in Dep. 
ver, Sept. 27. 


New Mutual Fund, Insurer 
Operating Jointly In West 


Transwestern Life of Reno has in. 
corporated Transwestern Mutual Fun 
in its operations which include Afri. 
zona, California, Nevada, New Mexico, 
Oregon, Texas and Washington. Th 
fund was organized in 1960 as a Cali. 
fornia corporation by the life company, 
which purchased an initial issue of 
25,000 shares of the fund’s capita 
stock for $125,000. Transwestern Man- 
agement Corp. will act as manager and 
underwriter of Transwestern Mutual 
Fund. Linn V. Hall, president of the 
management corporation, is also chait- 
man of Transwestern Life and the 
principal organizer of the fund. Kea- 
neth P. Dillon is president of the fund. 





Lee Dunbar, executive vice-pred: 
dent Federal Life of Chicago, receives 
an award of merit his company’s hous 
organ, the Federal, won at Chicago 
Federated Ad Club’s annual awaté 
meeting. Presenting the award 5 
Gene Quirini, account executive Rob- 
ert W. Deitz & Associates, whose 2: 
vertising agency entered the magr 
zine on behalf of its client, Feder! 
Life. 

There were a total of 927 entries 
in the competition and 100 were Prt 
sented with awards of merit; ofl! 
three magazines, however, won 4 
and the Federal was the only 
surance publication. This is the second 
award the Federal has won in i 
past year, having also won the 
Advertisers Award of Excellence {# 
1959-60. 
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LIFE INSURANCE EDITION 


New HR 10 Version Would Help Insurance 


(CONTINUED FROM PAGE 1) 
period, the deduction (if any) being 
pased on his earned income for the 
taxable year. Another would require 
that annuity contracts under all pen- 
sion plans must be non-transferrable. 
A third amendment would permit an- 
nuities which have commenced to pay 
out to a self-employed person or to his 
surviving spouse to continue to be 
paid out to a surviving beneficiary of 


the self-employed person or his 
spouse.” 
Other than the amendments, the 





Continental Assurance 
Acts On Replacements 


Assailing the trend toward replace- 
ment business as “a problem of grave 
magnitude in the life insurance indus- 
try,’ Robert B. Hamor, vice-president 
and director of agencies Continental 
Assurance, declared “There is no 
doubt that we face a virtual army of 


professional replacers consisting of 
people not basically life insurance 
agents.” 


Speaking at the meeting in Chicago 
of Continental’s Pyramid Club, Mr. 
Hamor announced the company has 
adopted the following policy: 

—The standard replacement ques- 
tion is to be returned to the face of 
applications. 

—A special statement seeking all 
necessary information will be required 
on all replacement business. 

—If the company feels it is dealing 
with a professional replacer, it will 
withdraw its endorsement or certifi- 
cation of such an individual. 

Denying the contention that replace- 
ment is more talk than fact, Mr. Ham- 
or said the experience of the home of- 
fice people in all companies support 
those who think the industry is in 
trouble. Details of this address will be 
reported next week. 


Eastern Life Plans 
5-For-1 Stock Split 


Directors of Eastern Life have pro- 

posed a five for one split of the com- 
pany’s stock. Stockholders will be 
asked to increase the authorized 
shares from 169,620 to 948,100 at a 
special meeting in October. The com- 
pany also plans a 10% stock dividend 
payable to stock of record Sept. 15. 
This is the second 10% stock dividend 
paid this year. 
_ During the first six months Eastern 
Teported earnings of $1.01 as against 
26 cents during the previous six 
months. Insurance in force at the half- 
year mark stood at $190 million. 


‘$100 Million In Two Years 

' Investors Security Life reports 
‘that $100 million of business has been 
written by the company in record 
time: 18 months, 16 days, 4 hours, 19 
minutes and 6 seconds of the first two 
years. 


Midland Mutual Life reports Rich- 


ard D. Rorapaugh, Columbus O., led 
the entire field force during July. 


ACTUARIES 

















DONALD F. CAMPBELL 


Consulting Actuary 
Suite 2011 
139 N. Clark St. 








new Keogh version would provide as 
fellows, according to the explanation 
given by Sen. Mansfield in the Con- 
gressional Record: 

1. Basic concept: Self-emploved persons 
generally would be treated as employes for 
pension plan purposes and would become 
eligible for coverage in qualified plans. All 
separate businesses of self-employed persons 
would be considered as one business for 
their retirement plan purposes. 

2. Coverage for employes of self-employed 
individuals: Self-employed persons establish- 
ing retirement plans for themselves would 
be required to cover all full-time employes 
with more than three years of service. Sea- 
sonal, part-time and temporary employes 
could be excluded. 

3. Amount deductible annually by self- 
employed individuals: A_ self-employed per- 
son would be permitted to contribute to a 
retirement plan 10% of his earned income or 
$2,500, whichever is the lesser. He would be 
permitted to deduct 100% of the first $1,000 
contributed and 50% of the remaining 
$1,500 which may be contributed. Maximum 
deductible amount would be $1,750. 

Base For Deduction Given 


4. Base for deduction: Earned income. 
This term means professional fees and other 
compensation for personal services. Where 
both capital and personal services are ma- 
terial income-producing factors, the term 
means not more than 30% of income from the 
business, but not less than $2.500 where self- 
employed person renders full-time personal 
services. 

5. Vesting: In plans covering self-employed 


Patten To Be Nominated 


For Trustee At Denver 
(CONTINUED FROM PAGE 1) 
Ellen Putnam in the August issue of 
NALU News, California president H.J. 
Wulfsberg Jr., district manager North- 
western National at Long Beach, noted 
the recommended outline for future 
growth and development of the nation- 
al association, pointing out that Miss 
Putnam stated the most able leaders 
must be searched out and developed. 
Mr. Wulfsberg noted that Mr. Patten, 
immediate past president of the Cali- 
fornia association, is currently serving 
on four key NALU committees. 
Mr. Patten told the executive com- 
mittee he appreciates the vote of con- 
fidence and pledged a strong campaign. 


Continental Assurance 
Celebrates 50th Birthday 


(CONTINUED FROM PAGE 2) 

65, and for lifetime accident benefits. 
Partial disability coverage is optional. 
Premiums can be paid on a level or 
step-rate basis, also on a 1/12 of the 
annual rate on a monthly basis, which 
amounts to a 5 to 6% savings over 
regular methods of collecting monthly 
premiums. Elimination periods can be 
from one week to one year. 

Mr. McGeoghegan said premiums 
generally are deductible to the em- 
ployer, and as a rule they are not 
taxable income to the employe. Bene- 
fits up to $100 a week are not taxable 
to the employe. 





Thirteen representatives of Republic 
National Life will attend a basic under- 
writing school in Dallas, Aug. 28-31. 


persons immediate vesting would be re- 
quired with respect to amounts contributed 
for employes. 

6. Coordination with social security: Co- 
ordination would be permitted for plans 
covering self-employed persons if contribu- 
tions for such self-employed persons do not 
exceed one-third of the total deductible con- 
tributions. Plan is given credit only for 
actual social security contributions made by 
the employer. 


No Capital Gains Treatment 


7. No capital gains treatment: Special ave- 
raging provided instead of capital gains treat- 
ment with respect to lump sum distributions 
received by self-employed persons. 

8. Estate and gift tax exclusions: Self-em- 
ployed individuals not eligible for estate and 
gift tax exclusions. 

9. Limitation on time of payment of bene- 


highest lifetime service fee in 


advantages. 


FRANK L. BARNES, 
President 


HOWARD W. KRAFT, V. P. 
& Director of Agencies 


Licensed in: Ala., Ariz., Calif., Del., 


Minn., Mo., No. Car., 
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fits: Benefits could not be payable to more 
than 10% owners before age 5942 (except in 
the case of permanent disability or death) 
but must begin before age 7042. 

10. Face amount certificates: 
in nontransferable face amount 
permitted. 

11. Custodial account: Custodial account in 
a bank is permitted in lieu of trust if in- 
vestments are solely in regulated investment 
company stock or life insurance policies. In 
this connection the committee included in 
the term “bank” various institutions regu- 
lated by state banking authorities. 

12. Bond purchase plan: Direct deductible 


Investment 
certificates 


investment in special issue of nontransfer- 
able retirement bonds permitted. 

The finance committee substitute did not 
include provisions which would restrict con- 
tributions or benefits under corporate owner- 
manager type pension plans. 


When you 


WEIGH the 
ADVANTAGES 





you’ll want to move ahead with us! 


With Ohio State Life you get complete coverage . . . Life — Par 
and Non-Par ... A & S and Hospitalization . . . Group. Add the 


the business for the career under- 


writer . . . fully vested renewals for 9 years . . . top Ist year com- 
missions on par and non-par policies . . . agency office allowance 
. . . non-contributory pension plan . . . operating capital for new 
agents. Write today for complete details on these and other 


THE QHIO STATE LIFE 


/ 
ALS LMEAWHCE OvWntOEAGrIiY 


ie) 3 fe) 


COLUMBUS 15 
LIFE @© ACCIDENT & HEALTH ® GROUP 





D. C., Fla., Ga.. Ul, Ind., lowa, Ky., Md., Mich., 
Ohio, Pa., Texas, Va., and W, Va. 








Address all communications about 
subscriptions for this magazine to 
the National Underwriter Co., sub- 
scription department, 420 East 4th 
Street, Cincinnati 2, Ohio, to facili- 
tate handling. 

Orders for new _ subscriptions, 
changes of mailing address, pay- 
ments and letters about accounts 
for subscriptions should be directed 
to the above Cincinnati office of the 
publisher. 

Processing of new subscriptions, 
address changes, etc., will be made 
effective as soon as possible, in 
about three weeks from the time 
the communication is mailed. 














LOAN 








on 
RENEWAL COMMISSIONS 


Typical 4 Year Loans on Vested 
Renewal Commissions: 





48 equal 
Amount paid Face amount monthly 
to client .. note lee installments 
$ 2,000.00 $ 2,554.08 $ 53.21 
5,000.00 6,385.92 133.04 
10,000.00 12,771.84 266.08 


Loans of any denomination are available from 
$2,000.00 to $100,000.00 on a 2, 3, or 4 year basis. 


Unearned Discount refunded fully on prepaid loans. 
Sewice folie Tnburance Ryaresentatives. 


Please write or phone us! 
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LIFE UNDERWRITERS SERVICE CORPORATION 


Security Building « Denver 2, Colorado + Department 1 
Please send me further information, at no obligation. (_] Gen. Agt. 














(_] Agent 
Name. 
Loans are és 
handled — 
promptly and Address. 
confidentially! City. Zone. State 
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Through thought, deed, salle 


and principle, people grow BIG baton 
ssn. 


Progr 
The American College of Life Underwriters exists to help all members — 
of the life insurance profession grow. In gaining the CLU designation, ges 
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you acquire usable knowledge that makes your services to your clients 


even more valuable. In accepting the key, you pledge yourself to abide 


Enroll, now, for the next CLU study course. 
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